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REO’GANIZED ASSESSMENT COMPANIES 
EARNEST, sincere life insurance men, who 
ore so strongly impressed with the merits of 
solid, old-line life insurance that they can 
ce no good in any other, sometimes ask why 
e insurance papers do not “go after” the 
haky, reorganized assessment concerns” and 
lrive them out of business. The thoughtful 
nan, however, will hesitate before pushing 


over even the poorest of these toppling insti 


tions, 
Phe basic principle of life insurance is phil 
thropy, and every believer in it should wish 
ee its benefits extended as far as possible 
fhere are hundreds of thousands of men who 
ve been paying premiums on assessment ‘0 
iranee that is now worthless, and a large 
number of them cannot get or will not take 
better insurance. A plan that will afford 
them at least partial protection should be en- 
couraged, even though it be much more ex- 
pensive than regular old-line insurance would 
have been. The primary object is to provide 
for the widows and orphans of policyholders, 
and even some of the highly esteemed old 
line companies are not free from the charge of 
Unfortunately the policyhold- 
crs are sometimes looted when assessment 
companies are reorganized, but because we 
te a robber we are not called upon to strip 
victim. Companies that are struggling to 
carry out their obligations should be given 
ow, and the State insurance departments 


‘ xcessive cost. 


hould see that the policyholders get a square 


THE ADVANCE MAN. 


Rerau merchants do not extend credit to 


own persons who may express a_ wish 
for it. As a rule wholesalers require that 
gers have a rating before they send 
t goods on credit. Banks do not make 
to persons who have neither credit nor 


sers. It remains for the general agents 


insurance companies to be the “easiest 

of anybody in the business world. 
are scarcely to be blamed for it. 
men in order to get business. 


They 
They 
have the business in order to make 
or to save their renewals or hold their 
cts. Good writers are exceedingly hard 

and when one who gives promise of 
ing a valuable man does appear, it is 
ist natural thing in the world to take 
ice on him. Advances have a legitimate 
n the business. There are times when it 
There are valuable men 
ever would be valuable if they had not 
irried until they got started. But it is 
use of the advance system that takes 
ht out of the business of general agents, 

times make them withhold advances 
men to whom it would he good policy 
w them. 


) »inake them 


are no immediate prospects of any 





hetter conditions. The abuse will go on as 
long as it is easier to work general agents 
than to write life insurance. What is needed 
is some form of protection such as the mer 
cantile agencies afford to merchants. Hotel 
men have their association to protect them 
from _ beats. Accident companies through 
membership in a bureau are largely protected 
from fraudulent claimants. Life insuranee 
companies have means of saving themselves 
from getting the rejected risks of other com- 
panies. General agents need something of 
the same sort. They need a bureau from 
which subscribers can get the record of any 
man that has worked for any other sub- 
scriber to the bureau. Whether such a 
scheme should be conducted on the mutual 
plan or as a private enterprise for profit may 
be a question, but there is no question about 
its being needed, not for one State or one city 
alone, but for the country at large. If the 
feelings of general agents are expressed in 
their conversation, there are plenty of them 
who would gladly pay for reports on men 
who seek contracts from them. Were such 
a bureau in operation many would subscribe 
for its service voluntarily and others would 
be forced to do so for self protection. Through 
such an agency the present professional fraud- 
ulent advance men might be put out of 
business. Without some such concerted action 
they will continue to find new victims, and, 
like parasites, continue to suck a living out of 
the profits of other people’s labor 


AN INCIDENT ADD ITs LE-S0ON. 


One of the agents of the BerksHire Lire 
in’ Chicago has proved himself a stalwart 
He wrote a $10,000 policy. When the assured 
took down his checkbook to pay the premium 
he inquired the amount allowed for rebate 
The BerksHire man told him the policy was 
worth 100 cents on the dollar and would not 
be scaled when it became a death claim. The 
assured told him an agent of a Newark com- 
pany had just allowed him a 40 per cent re- 
bate on a similar policy a few days previous. 
The BerKsHIRE man used all his powers and 
secured the full premium. 

Here is a good lesson. A rebate of 40 per 
cent was made when there was no need of it. 
The agent who made the rebate writes a large 
business and has closed some heavy cases. It 
is generally reported that he gets the bulk 
of his business by means of rebating. He has 
weakened himself by these methods. Com- 
pared with the BerKSHIRE man who held out 
for the full premium, he is a child. He need 
not have rebated in this case, but when the 
assured touched the subject this man was 
not strong enough to stand his ground. He 
emasculated himself and his company. He 
yielded and in doing so acknowledged to the 
assured that the policy of his company was 
worth but sixty cents on the dollar and _ that 
he was a “cheap” agent. 

‘To-day the assured has a thousandfold more 
respect for E. H. Emory, the BrrksHIRE 
agent, because he put the policy in his pocket, 
took up his hat and said: “This BerkKsHIRE 
policy is worth its full value and can’t be 
had for a cent less,” tlian it has for the 
man who sold his goods at a bargain-counter 
rate. 


RATE WAR AT DBS SOINES. 

Owing to the failure of the Des Moines 
agents to get a number of local agents to join 
their club, rates have been declared off in 
that city and already there are signs of a very 
stiff fight. Des Moines has been a sore spot 
on the underwriting map for a number of 
Reports are reaching companies that 
not only are rates on preferred business being 
cut, but the reductions are applying as well on 
mereantile Duildings and other classes of 
property. Now that the anti-compact law has 


years. 


been held invalid, the agents may get to- 
\gether. 





WILL WRITE LARGE POLICY. 


FORM SYNDICATE OF TEN COMPANIES, 


Will Do a Surplus Line Business with Head- 
quarters in New York—Small Companies 
Will Thus Unite. 


New York, October 21.—(Special.)—It be- 
came known in this city to-day that there is 
a movement on hand, among some of the 
smaller companies, headed by John F. Rice of 
this city, and Montgomery & Funkhouser of 
Chicago, to form a combination of ten com 
panies to write a joint or underwriters policy 
This syndicate is to be in charge of a man 
ager in New York, who will have exclusive 
control. It is supposed that Mr. Rice will be 
the manager. It is stated that the combined 
capital of the ten companies will be $1,000, 
oco, with assets of about $10,000,000. 

Some of the companies interested are the 
Armenia of Pittsburg and the Eastern, both 
of which are controlled by Mr. Rice for sur 
plus lines, the Richmond Fire of Virginia, the 
Scottish National of Chicago, the Farmers 
& Merchants of Nebraska. 

It is stated that the combination will only 
write surplus lines for the time being. The 
following statement was given out to-day by 
one who was interested in the movement: 

“It seems to us that more can be accom- 
plished by a syndicate of small companies in 
the surplus line business than by any other 
inethod. Many of the Lloyds have gotten 
jnto disrepute and there is a demand for good 
surplus line facilities. We will be able to 
write quite a large policy, and therefore our 
contracts will be in demand by the assured. 
As soon as we complete our quota of compa 
nies we will make definite announcements as 
to our plans.” 





A‘ KS FOR MORE PUNDS. 
Commissioner Cutting of Massachusetts has 
requested the National of Ireland to put up 
more funds. In the examination that was 


‘made last March to verify the December 3tst 


statement, Commissioner Cutting called on the 
home office for $30,000, which was sent im- 
mediately. Another examination was made in 
July, showing an impairment of $14,000 and 
a demand was made for $50,000, The com- 
pany put up $15,000, but now Mr. Cutting has 
protested that this sum is insufficient. It is 
likely that the National will secure the money 


and accede to the commissioner's request. 





MORE TIME IS GRANTED. 
lime has been granted the Union Surety 
and Guaranty Company of Philadelphia by 
the New York insurance department in which 
to substitute securities for those challenged 
by the department or quit the State 
expired on the 18th. Sixty days’ extension 
is allowed. W. S. Mackeller is resigning 
the secretaryship. to connect with the A®tna 

Indemnity in an important capacity 


Che time 





DE MOTT TAKES HIS NEW PIBLD. 
Howard De Mott, formerly assistant west 
ern manager of the North British & Mercan- 
tile, has now assumed his duties as special 
agent of the company for eastern New York. 





The Chicago local agency of Cowan & Van 
Every has been dissolved. Both gentlemen 
will hereafter office with the Traders’ local 
agency. Mr. Van Every will continue as rep- 
resentative of the Home Fire & Marine of 
California. and Mr. Cowan will act as 
broker. 





Wire, telephone or write us and get your in 
surance supplies without delay. 

We handle a fine line of ordinary and desk 
blotters. 

We have a good customers’ expiration record 
for 30 cents. 
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NATIONAL ASSOCIATION OF LOCAL FIRE 
INSURANCE AGENTS IN ANNUAL MEETING. 











ARTFORD, 
cial.) —The 


Conn., Oct. 21.—(Spe- 
leading features of the 
opening session of the convention of 
the National Association of Local 
Fire Insurance Agents were the address of 
welcome of President Clark of the Aétna and 
the response by George D. Markham. 

There was a good attendance of thoroughly 
representative agents of the country. It was 
an exceedingly bright-looking body of men 
and spoke* volumes for the strength and vi- 
tality of the movement. The hall was beauti- 
fully decorated with flags, and when the band 
played patriotic airs the audience showed its 
appreciation. 

\fter the meeting was called, President Geer, 
without any formality, introduced President 
Clark, who, in a happy introduction, at once 
put himself in sympathy with the conven- 
tion. At the close of his speech he presented 
President Geer with a bunch of keys, tied 
with a big bow of ribbons, as conveying the 
freedom of the city. 

Rcspunse by Ex-Pres dent Na kham 

Mr. Markham, in responding, said that he 

was sure all telt at home in Harttord. here 


was a warming ot the hearts of the delegates 
as he reterred to old-fashioned ways of con- 


ducting underwriting. He noted how the 
busimess ot the Hariford companies had in 
creased from twelve to sixteen per cent of 


the business of the country 
live years. Continuing he said Hartford de 
served credit for tenacity and courage. He 
then noted how the Hartford compames had 
inet the losses of the great New York fire 
promptly aud how the companies of the city 
had all met the great conflagration with 
promptness, and thus secured the confidence 
of the country. President ‘lerry, of the Hart- 
ford, had gone at once to New York, after 
the fire, and paid the losses with money he 
had borrowed personally. 

he lines ot development, in his opinion, 
were founded when, in the early history of the 
colony, the first representative government of 
the country had been founded upon lines 
broader than had heretofore obtained. He re- 
ferred to the compliment paid Connecticut by 
the. historian, Fiske ,for its early effort for 
liberty. ‘his basis had formed the foundation 
for all the subsequent progress of the city. 
It was not accidental success, but logical. 


during the past 


Address of President Geer. 


After the announcement of the program for 
committee work, President Geer delivered his 
address. He made an excellent impression 
both for his manner and his witty introduc- 
tion, 

Thomas H. Geer in his address said: 

“At the risk of giving to some of you a 
little of ancient history, it is deemed proper to 
state that the first meeting of local fire insur- 
ance agents for the organization of a national 
association was held in Chicago, September 
30, 1896, and the subsequent meetings as fol- 
lows: 1897, St. Louis; 1898, Detroit; 1809, 
Buffalo; 1900, Milwaukee; 1901, Put-in-Bay; 
1902, Louisville. 


Steedy Growth of the Association. 


“The steady growth and development of the 
association has not been paralleled anywhere, 
and in the simplicity and comprehensiveness of 
its purposes, as stated in its constitution, 
largely lies its strength, viz.: “To support right 
principles and to use our influence to correct 
bad practices in fire underwriting.’ The wide 
range of work suggested by these words has 
enlisted the interest of the best and most in- 
fluential men in the local agency ranks, and 
they have done forceful, dignified and lasting 
work in variety and kind, and environment 
that has won the approval and support of the 
companies and of all insurance organizations. 
This association, as'suchj has never departed 
from the spirit of its magna charta, and the 
older it grows, and the clearer its work is de- 














fined, and with the best methods of doing it 
worked out, the better will its purposes be 
understood and the more its influence will be 
felt. 

The Boy Has Found Himself. 


“We can to-day look with a commendable 
pride upon our healthy seven-year-old. You 
will pardon the diversion, if in a different vein 
some of the boy’s experiences which have come 
into his young life are briefly told by a boy 
friend as biographer. The boy has certainly 
‘found himself,’ and no doubt he will prove it 
in the next few years. He was always a pre- 
cocious child and cut his eye-teeth earlier 
than most youngsters. In fact, it is believed 
that he was born with a full set of molars— 
eye-teeth, cuspids, bicuspids and wisdom-teeth, 
for he has been able to masticate everything 
from the very beginning and digest it perfectly 
without inconvenience, except that during the 
first few months, while in care of some of his 
first nurses, there were discovered some slight 
evidences of disturbance, which the doctors 
called wind. They were cautioned before any 
serious harm was done. As before stated, the 
child was born in Chicago, which at the time 
was thickly settled with people known as 
managers, who went about singly, and also in 


pairs. They had evidently been doing wrong, 
for many of them looked askance at his com 
ing. 


The Boy and His Growth. 


“Many of these managers would go. and eat 
together at noon, and if they met any of the 
boy’s nurses they would ask how the boy was 
getting alone. Some of them acted as thought | 
they were really atraid that the boy wouldn't 
die. While eating together at a place called 
the ‘club’ they would trequently talk across 
the table about the boy and try to say mean 
things about his nurses, especially if any one 
of the nurses had been invited to eat with 
them, and had accepted the invitation and 
was right at the table with them. One day 
the managers were eating together at their 
large table and saying wrong things about the 
boy and his nurses, when one of their num- 
ber came to the help of the boy. He said 
he had watched his career from birth, and 
thought him a remarkable child. 


Was the Boy’s Friend 


“Some of the managers called the boy’s 
friend ‘Robert,’ some ‘General’ and some ‘R. 
J... He was a good friend of the boy, and the 
boy knew it. He died still believing in the 
boy. One manager, with a face and figure 
something like Napoleon, though he wore his 
hair differently, was so sorry that so many of 
the nurses were cranks, but he had met one 
nurse from Buffalo who seemed to be having 
a hard time of it in preventing the other 
nurses from spoiling the child. He said the 
Buffalo nurse was very level-headed, and 
seemed to be the only safe one in the whole 
lot. It is hoped the nurse from Buffalo will 
never know what was said about him, for it 
will certainly spoil him, and the boy would 
have no nurse left. After a few years’ ac- 
quaintance the managers know the boy better, 
and many now have him in their confidence 
and the boy is much pleased, for he never in- 
tended to do them any harm. 

“The boy has had all the diseases of child- 
hood; is building tissue which will carry him 
to strong and lusty manhood; has received all 
sorts of advice—wise and otherwise—and 
seems to realize that he has a mission and 
destiny all his own and is determined to be of 
some use in the world. 


Opinions of Prominent Officials. 


“Returning then to our association, that has 
been personified in the ‘boy,’ we are proud 
to quote the opinions which high officials hold 
of it. Robert B. Beath, president of the Na- 
tional Board of Fire Underwriters, in his ad- 
dress at its annual meeting, May 14, 1903, 
stated that the National Association of Local 
Fire Insurance Agents had been a most valu- 
able adjunct, and that whenever possible its 
help and influence should be sought when the 
combined work of the agents mav be useful. 

“George P: Sheldon, ex-president of the 
National Board, at our Milwaukee meeting, 








| 
| 


said to us: ‘I bring to you from the organ 
ization I represent the heartiest Godspeed. 
take back to my associates, the executive com 
mittee of the National Board, whom I repre 
sent here to-day, the profoundest impressions 
of the wise purposes so far guiding our ac 
tion and the conscientious desire to discharg: 
your full duty, not simply to yourselves and 
brother agents, but to the interests of the com 
panies you represent and to the community at 
large. While there may have heen appre 
hension in some quarters when your organiza 
tion first started, that misapprehension ha 
entirely disappeared and this organization now 
is held to embrace within it the possibility «1 
more reform in the underwriting business «| 
this country than any other organization, ce: 
tainly since the foundation of the Nationa 
Board 
Expressions of Confidence. 


“With the encouragement which is given 
us by such expressions of confidence as these 
in the value of our work, together with lik« 
testimony as to the faith reposed in us by th: 
officers, managers and special agents of ou 
companies, and. with the imperative need of 
organized local agency forces to correct evil 
which lie at our very thresholds, as well as to 
guard our citadels against possible encroach 
ments of evils more dangerous to our interest 
and the interests of those we represent. than 
any that have heretofore beset us, we should 
hardly be called men, if in these days ol 
organizations and of co-operation and of mu 
tual benefits and of beneficent and benevolent 
activities of all kinds, we did not come to 
gether and endeavor to do our duty im tha 
state of life unto which it has pleased God tu 
call us 

Multiple Agency Evil. 


“Of the evils that beset us the one that to 
day lies at our very threshold is the multiph 
agency evil. The work of undoing this evil 
has not been systematically pushed during the 
last year. Individual agents have made most 
encouraging progress in the large cities, where 
the evil is so deeply rooted, by concentrating 
their business in fewer companies on a sole 
agency basis and resigning some of those in 
which they felt they had less interest by reason 
of their multiple representation. The increased 
mutual interest which both the company and 
its sole agent manifest in each other augurs 
well for the permanency of all such reforms. 
as does also the fact that such changes are 
made after the best interests of all interested 
are considered. The company changing: to the 
sole agency plan at any point should be re 
membered by the other agents in favoring *' 
with their surplus, thus-enabling its sole agent 
to maintain the premium income of the com 
pany without diminution. 


Important and Convincing Evidence. 


“This is important, as it is a most con 
vincing evidence that the agents are quietly 
and most effectively co-operating in the sole 
agency movement in a most practical manner. 
When the multiple companies begin to realize 
that they are not the favorites among the local 
agents, and that the members of this associa- 
tion and those who are in sympathy with it 
in all sections of our country are consistently 
endeavoring to carry out the sole agency reso- 
lutions of this association, by favoring those 
companies that are not only hearkening. to our 
requests, but are acting favorably upon them, 
then will they, too, find that it is better to be 
fair; that the policy of ‘greed’ will not win 
out, for it will not pay, and it should not 
pay, in a business in which harmony and co 
operation and fair dealing are so essentia 1 to 
the best interests of all, and that it is better 
to have the good-will and merit the favo _of 
the right-thinking agents all over this ‘air 
land. Our favors are ready for distribution 
to them also whenever they qualify to reccive 
them. In the meantime should they compiain 


of reduction in premium income at any point 
they should remember that they are in the 
position of residuary legatees, and the loyal, 
fair-minded local agents in every State, who 
are ‘standing by their friends,’ can. with sor- 
rowing Brutus, each say to the multiple com- 
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y, ‘Not that I loved Cesar less, but,that I 
ved Rome more.’ 


The Old-Time Local Agent. 


“Another view of the multiple agency evil 
can well be brought to the attention of an as- 
sociation where comradeship and mutual good 

fellowship abound, and is a living, practical 
é ae of ‘man’s inhumanity to man.’ There 
can be found in every city and town the old 
ind faithful local agent, who has reached: the 
ge when le must be less active. The best in- 
ierests of his companies have been his con- 

tant care for many, many years. The old 

gisters now corded up and put away are evi- 
dences of his years of faithful service. A lov 
ing daughter may be dividing her time and 
strength between the office and the home in 
her endeavor to sustain both. Perhaps.a son 
is ready to try his hand at the work and per- 
petuate the good name of his father, if there 
is any future in the business for him. The 
manager has ¢hecked up this work of years 
and the record shows a falling off in the 
choicer business. The multiple premium 
pullers planted by other managers are strip- 
ping the old agent’s books, and something 
must be done. The subservient special is 
called in, and nolens volens, he is requested 
io visit the old agent and prepare him for 
that dull thud which comes into his heart 
when he is told that a dual agency must be 
planted. He is given the ‘reason’ (save the 
mark), that we must ‘do unto you as others 
are doing’—the greedy company’s version of 
the ‘golden rule.” The appointment is made 
and the old agent, by a more deadlv competi- 
tion than ever. is further relieved of his busi- 
ness and of his income. 

Agency Should Be Perpetuat:d. 


“How much better to have strengthened the 
faithful hands by providing younger helpers 
who should build up and maintain the agency, 
perpetuating the honored name by incorporat- 
ing the agencv. thus providing a heritage for 
the family and an established business for 
the young successors who are being. trained 
in the school of local agency experience and 
are acquiring a knowledge of the underwriting 
principles as practiced by each company rep- 
resented. 

Power of the Old Agent. 


“The old agent, even with the infirmities of 
ge bearing him down, would be a very load- 
stone not only to retain the old business, but 
to attract new, when reinforced by the exper- 
ienced helpers who have become identified with 
him. He would no longer look forward with 
dire forebodings to the inevitable disintegra- 
tion of his agency under the destructive and 
cruel multiple competition and to his proba- 
hle relegation to obscurity in the rarks of the 
liter dying in the harness, possessed only 

| pocket expiration book upon whose pages 
his heirs may find, as a heritage, the record of 
husiness from a few friends who have stood 
hy him in adversity and failing strength. 


Increased Expense Under Multiple 5ystem. 

\n agent is appointed by a company for a 
cily, town or county on a commission basis. 
He is directly damaged by the appointment 
of another agent for the same company in the 
sane territory and immediately claims a larger 
‘Omunission to make good the damage. The same 
course pursued by other companies, necessarily 
results in a general increase in the number of 
agency offices by reason of the new entrants 
11 he business under the multiple system. 
1 is probably but little, if any, increase in 
igvicgate premiums, so that larger commis- 
must be paid to sustain the greater num 
\ participants and no one of the original 
‘ agents is financially benefited thereby, 


SPECIAL AGENT. 


W ANTED- Position as Special Agent for 
Union fire company by an experienced 
local agent who has had some experience 
in the adjustment of small losses and in- 
Spections. Will go anywhere in the 
United States. References given. 








Address 411, 
(HE WESTERN UNDERWRITER, 
Johnston Building, Cincinnati, Ohio. 


—. 

















as the increase in commissions only tends to 
make good a loss, either present or prospec- 
tive. Under the inducement of increased com- 
missions every office becomes a breeding place 
for solicitors and brokers and all sorts and 
conditions of men enter these two classes 
There has never been a published reason given 
justifying a multiple agency system by any of 
those who are responsible for it. Some claifi 
to secure a “better classification’ of business 
on a multiple basis, but when rates on pre 
ferred risks are reduced to the basis of a fait 
profit only, then this trumped up claim of 
“better classification” will not be heard. It is 

fallacy and a most lame excuse for increas 
ing the premium income unfairly. Fair-minded 
agents and their companies may tolerate it for 
a while, but they do not, cannot, and will not 
justify it 

Side-Line Local Agents. 

“Real estate agents, who by the purchase 
and sale and care of property, acquire a 
knowledge of the expirations of the insurance 
carried, arrange with the owner to place the 
business, and some weak multiple gosling or 
side liner is sought out and the deal is made, 
and another ‘underwriter’ is born. Money 
loaning institutions, not content with their 
legitimate earnings, become grafts upon the 
business by demanding of the suppliant bor 
rower that they must place the insurance col 
lateral which they hold and the borrower's 
privilege is only to pay them the premium and 
the sign ‘Real Estate, Loans and Insurance’ 
is hung up—to add to the ‘gayety of nations.’ 
The unincorporated shylocks have their inti- 
mate friend conveyancers who must approve 
all the papers, including the inshurinks, and 
this combination works admirably to the detri 
ment of legitimate practices 


INMegitimate Payment of Commissions. 


“It is unnecessary to recite to this audience 
further the various combinations through 
which illegitimate payment of commissions 
are made. It is estimated that at least $10,- 
000,000 of commissions and brokerages on the 
business of this country are paid annually for 
so-called services which are of little or no real 
value. Under a proper local agency system 
a commission of not over fifteen per cent on 
all classes of business should be ample, and 
on the basis of the business of 1902, between 
nine and ten million dollars would be thus 
saved. This amount could go to reduce rates 
and the companies be as well off as now—aye, 
better off 

Method of Collecting th: T-x. 


“Insurance is often mentioned as a_ tax, 
which it is—and the rate of taxation must be 
high enough to pay losses and expenses, and 
a fair dividend on the capital, and also suff 
cient to lay aside some surplus for extraor 
dinary losses. Were the existing methods of 
collecting this tax practiced by cither of the 
great political parties of the day, it would be 
cited before the bar of public opinion and 
charged with reckless waste of public moneys, 
and be put out of business at the first oppor 
tunity by the votes of the people. 

Should Have Regulation of Territory. 

“In order that the local agency expense of 
the company may be reduced to a more eco- 
nomical hasis, it would seem that some regu- 
lation of the territory should be had which 
should take into consideration the district to 
which the agent is restricted and his exclu 
sive occupancy of the same as the sole repre 
sentative of such company or companies 
Each State could be districted for underwrit 
ing purposes, as is alreadv done for other 
purposes, and the lines of each underwriting 
district he established according to its popula 
tion and its estimated insurance values 


State Can Limit Commissions. 


“Tt has been often suggested that owing to 
the want of co-operation among the companies 
it would be necessary in the end to invoke the 
aid of the people along certain lines which 
make for economy, and in which subject every 
insurer is interested. There is no doubt that 
a State has as legitimate a right to limit the 
maximum commission to agents as it has to 
limit the rate of interest. There is usury in 
both a high rate of interest and a high rate of 
commissions, and both are paid by the bor- 
rower or the insurer, as the case may be. 
Fire insurance is a commercial necessity and 


a State which admits a company to supply 


that necessity to its citizens should see to it 
that wasteful methods are not employed. Such 











a course on the part of the State would be 
clearly in the interest of companies as a 
whole and the local agent as a good citizen 
is bound to further their best interests as 
well as those of the insured 


Pa: ment of Unauthorized Commissions. 


“No company or agent should be permitted 
to pay any portion of the legal commission 
to any one not duly authorized as an agent 
Every agent oe thus have his exclusive un 
derwriting district in which to represent his 
company or peabay whose exclusive 
agency franchises he would hold. The broker 
and solicitor and multiple agent and _ side 
lite agent and the rebater would disappear, 
for their occupation as such is gone, while 
every one of them would be eligible to anpoint 
ment as a duly authorized agent, authorized 
to receive the legal commission but forbidden 
by law to share it with any other not so 
authorized. This process of evolution in local 
agency work would bring into the local agency 
ranks the very best men now in the businéss 
lhe more coveted districts into which the 
great cities would be divided, would be sought 
after even by managers and special agents, 
who would find ample opportunity for the 
exercise of their talents in direct negotiations 
with customers, inspections of risks, adjust 
ment of losses, improvements in forms, appli 
cation of schedule ratings and the collection 
of the full schedule rates. 

Improvements Would Result. 


‘The improved agency methods would re 
duce losses on account of the exercise of 
greater discretion. Careless or unprincipled 
men would not find employment in _ local 
agency work. You may regard these sugges 
tions as Utopian, but no man should com 
plain or criticise, without an obligation being 
thereby placed upon him to suggest some bet 
ter way. Having made:a complaint as to 
agency methods, the suggestion of something 
better is hereby made. Thus do we all im 
trove and grow. 

Schedule Rating. 


“The progress made in schedule rating i 
cneouraging and it should be the duty of the 
local agent to perfect himself in the applica 
tion of the schedule, and his most important 
connection and duty is to get the rate when 
made. 

Report of Secret ry and Executive Committee. 

rhe report of the secretary was witty, if 
brevity is wit, for he did not say over twenty 
five words, including reference to the treas 
urer’s report, saying that everything was in 
good shape. 

"The report of the executive committee was 
presented by L. W. Childrey He began by 
saying that the work of his committee had 
been largely of a routine nature There was, 
he said, a general inprovement ot agency 
conditions, increased interest in associated 
work, and in many localities a decided drift 
towards the single agency basis. He said hx 
helieved a great moral influence could be ex 
erted if the associations, both state and na- 
tional, would request agents in placing busi 
ness to prefer those companies known to do 
their business on a single agency basis. Space 
was devoted to urging support of the Agency 
Bulletin. 

Consideration of Rate Cut Companies. 


The report recommended a careful considera 


tion of rate-cutting companies. There were, 
Mr. Childrey said, several specific complaints 
which should not be thrust aside. It wa 


urged that special attention be paid to increas 
ing the membership of the state association 
Many of the States are in a flourishing con 
dition and are. steadily growing Whik 
strength is not to be measured by mere num 
hers, there still were many agents outsid 
who ought to be in. Special emphasis was 
laid upon the thought that all associations 
should stand firmly against the starting of 
general rate wars, to stop rate cutting on spe 
cific classes or in particular localities 


Reports and Resolutions 


he report of the grievance committee wa 
read by the secretary on account of the ab 
sence of Chairman Merwin Jackson, kept at 
home by the sickness of his wife. Quite a 
number of resolutions were presented and 
referred to the resolutions committee with 
out discussion, though the rule was changed 
to permit brief discussion, if desired 

The report of the organization committee, 
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which was the first thing Tuesday afternoon, 
kept the convention in a roar. The dry humor 
of the chairman and his irony as he told of 
the troubles he had in securing help from the 
members of his committee were irresistibly 
funny. He may not have accomplished much 
in the way of organization, but as a fun-maker 
he was a pronounced success. 


Report of G ievance Committee. 


Merwin Jackson of Ohio, chairman of the 
grievance committee, called attention to the 
less number of complaints that are being 
lodged with the committee than when the as- 
sociation was first organized. He stated that 
many of the early complaints were local in 
character, which could only be rectified by 
the agents of that particular town, and others 
in which the association could not be of any 
great assistance on account of its remoteness 
from the scene. The development of state 
associations has tended to remove from the 
jurisdiction of the grievance committee most 
of the cases. The chairman called attention 
to the entire absence of complaints from west- 
ern States west of Mississippi. When the 
association was first organized the conditions 
in these States were the worst in any part of 
the country. The local agents, however, in 
this section took hold, and by united action 
overcame the difficulties which confronted 
them. 

Improved Conditions in the South. 


He also stated that conditions in the South 
have improved, especially in the matter of 
cotton in transit, many companies having en- 
tirely ceased reinsuring the shore end of the 
marine risks, thus forcing the marine compa- 
nies to take this part of the risk themselves 
and increase their rates to cover its extra 
hazardous nature, or else let it go to the agent 
where the cotton is stored. The chairman 
stated that the companies had refused to act 
in a fair and businesslike manner on Ken- 
tucky whisky business. 

Che report stated that very few companies 
of any considerable standing are maintain- 
ing rates and good practices in some localities 
and acting as demoralizers in others. The 
companies that are exceptions are those which 
are seeking the large volume of preferred busi- 
ness. The two cities that are suffering the 
most from these methods, the report stated. 
are Detroit and Cleveland. The grievance 
committee does not feel authorize1 to take 
any further action in the matter of the Ken- 
tucky trouble or that of general demoralizing 
companies. It reported its inability to correct 
either evil and referred the matters to the 
association. 

Local Agents and ompany Associati -ns, 

Direct overhead writing by companies and 
agents has cntirely disappeared, but several 
cases of friction between local organizations 
and company associations writing entire lines 
or sprinkled risks have been reported. ‘The 
committee recommended that some action be 
taken to bring about a better understanding as 
to the scope and methods of these associations. 
The reform toward reducing the multiple 
agency movement has made some progress, but 
very slow. The shrinkage in insurance capital 
and the increase in rates has made an opening 
for a large number of wildcat companies. A 
report was received from Texas complaining 
of overhead writing on cotton, both direct and 
reinsurance on marine policies. 


Rep rt on -tate Organiza‘ion. 


W. A. Eldridge of Michigan, in reporting 
for the state organization committee, stated 
that when he took charge of the committee 
work he had no idea of the plans to be fol- 
lowed and received no instructions. He 
thinks that a man should be appointed in each 
section who should have authority from the 
National Association to pursue the work as 
his best judgment dictates. He advocates 
that these men should be experienced, faithful 
workers, who would sacrifice time and money 
to this labor. Mr. Eldridge is unable to re- 
port progress in state organization work. He 
has had to meet discouraging conditions, but 
he believes that the agency sentiment is 
growing. 

Report of Legistative Committee. 

Chairman Emmett Rhodes of New York 
reported for the Legislative Committee as fol- 
lows: 


‘The relations existing between the'-com- 





panies and the agents have ig Rat The 
companies no longer look upon our organiza- 
— as a threatening danger, nor as a useless 
xperiment, but have repeatedly sought our 
ansintance in warding off some pending evil, 
or’ in uprooting an established menace. Our 
co-laborers, whether it be the companies, their 
Managers, or special agents, have shared with 
us such information as would tend to increase 
our prestige, thus enabling us to the more 
effectually disseminate sound ideas among our 
customers, the general insuring public. 

“In many cases we have observed the de- 
velopment of broader ideas, which favor a 
more liberal policy; where all parties, includ- 
ing legislators, have been thinking and talking 
along right lines and showing a better appre- 
ciation of a fair deal. As our attitude toward 
insurance legislation becomes better under- 
stood, it seems wiser for its committee on leg- 
islation to assume a more retired position, 
from which it can do its work in a quiet and 
unobtrusive manner, yet more effectually; 
such has been the action of your committee 
during the past year. 


Alive as to the Cond.ti ns. 


“The association through its legislative 
committee has been fully alive to the condi- 
tions as they develop from time to time, in 
ach of the States, and it has ever been on the 
alert to forestall evil designs. Our observa- 
tion teaches us that nearly all hostile legisla- 
tion emanates from one of three sources: first 
and foremost, the lack of a proper under- 
standing of the insurance business, its sur- 
roundings, functions and problems; second, 
the man with an alleged grievance; third, the 
man who desires profit or notoriety, either 
political or otherwise. The first’ class of 
cases, which is the most common and serious, 
because of the good faith of the advocates, 
should be treated from an educational stand 
point, and the most effectual campaign is by 
interesting, strong, intelligent and honest local 
men, as in this work, like many others, hand 
picked fruit is the best. 


“The next case presents peculiar features. ” 


It does not seem to be wise to offend a man 
with a grievance; you cannot argue with him, 
nor will he be persuaded: therefore, about the 
only alternative is to work through other chan- 
nels, checkmating him by the introduction of 
common sense propositions, then leaving him 
to nurse his own grievances. The other one 
must be met or ignored according to the situ- 
ation as it develops. Sometimes we think a 
fzir and open statement of the conditions and 
demands surrounding the matter will produce 
the best results; as while it would not furnish 
the designing party with any profit, yet, per- 
haps, it would afford him some notoriety, 
even though it was not exactly the kind he 
desired. 
Question of Federal Supervision 


“The question of federal supervision has not 
engaged the active attention of your commit- 
tee. as we have deemed that to be a matter 
affecting the companies most, and we have re- 
ceived no indication from them that they de- 
sired our assistance along those lines. 

‘There has been no conflict between the 
National committee and the various state asso- 
ciations or their members, which we report 
with pleasure. 

“The various acknowledgments which we 
have received from time to time from our co- 
laborers, such as the National Board, or the 
v?rious territorial departments or associations, 
have afforded us much satisfaction, as evidenc- 
ing a healthy condition, surrounded by a 
charmed atmosphere of fraternalism.” 


Woodwerth Versed in Latin. 


The Latin phrase of C. H. Woodworth’s 
title to his paper, as translated, was rather 
free, as he said, “Times Ain’t As They Uest 
to Was, and the Wise Tail Waggeth as the 
Dog Listeth.” The paper, which was well re- 
ceived, was well delivered, several of the im- 
portant points, such as those referring to the 
ownership of the business, were illustrated 
by little insert speeches, which were very ef- 
fective. 

Easily the best paper of the day was that 
of George Furness, president of the New Eng- 
land Insurance Exchange, upon the exchange 
and the local agents and the advantages of 
mutual contact. It was clear cut, thoughtful 
in all its points, and received generous ap- 
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plause, both at its conclusion and also durin: 
its delivery. 
Woodworth the ‘‘G. O. [".’’ 


C. H. Woodworth of Buffalo, the “G. ( 
M.” of the association and its honored es 
president, took as his subject, “Times’ Ar 
Changing and We Must Change With Them 
After giving some. of his early experiences i 
the insurance field’ and showing some of th 
inconsistencies of the companies, he con 
demned the companies for the appointment « 
unreliable and unfit representatives. H 
charges this to the insatiable greed for busi 
ness. Mr. Woodworth then said: 


Agency System B: coming Impaired. 


“We are forced to admit that the change 
in methods and practices have impaired tli 
health of the American Agency System, it 
terperature is too high and its pulse some 
what irregular. Each one ot the m anageria 
cocters declares that the treatment he is giy 
ing is the only sure cure, but as our belove: 
patient is not improving we cannot escay: 
the conclusion that the great specialists ar 
so absorbed in their own interests that the, 
are unwilling or unable to give needed atten 
tion to the patient. ‘The changes in the busi 
ness that have developed this absorbing devu- 
tion of the companies to their own inter 
ests, and the fact that the attitude of this 
association, in supporting only such measures 
as are for -" best interests of all engaged in 
the business, has failed to strike a responsive 
chord in the hearts of so many managers, 
would seem to indicate that the time is near, 
or already at hand, when in self-defense we 
mutst follow the example of our supériors and 
devote our attention to our own interests. 

Co-operation Better [han arbitration. 


“YT still believe that. the relations between 
companies and agents are such that what 1s 
good for one is good for the other, and that 
which is ill for one is il! for the other, and 
have never participated in, or tavored an) 
action which did not seem to me best for both 
Co-operation appeals to me as being bette 
than arbitration and much better than dicta- 
tion. During my term of office as your pre- 
ident | went as far as self-respect would per 
mit in my efforts to establish some sort of 
basis, particularly in the matter of legislation. 
upon which the co-operation of our associa 
tion would he acceptable to the companies: 
and while I was everywhere received with 
courtesy and listened to with attention, noth- 
ing could be accomplished. President Mark 
ham during his term, with al! his ability. 
influence and persistence, was unable to even 
secure a conference for the purpose of con 
sidering the question of co-operation on the 
subject of multiple agencies. 

Gulf seems to Be Widening. 

“Men who like myself have represented the 
same companies for many yeers, and whio 
have been pleasantly associated with all the 
office and field force of their companies, from 
manager to mailing clerk, do not contemplate 
with any satisfaction the widening gulf lhe 
tween companies and agents, but it would be 
folly to shut our eyes to the evolution of the 
business, and unless there is a marked diver- 
gence in its trend it cannot safely be ignored 
It may be truthfully said that a great .many 
managers, probably the majority, are noi i 
favor of the divorce of company and agent, 
and it is not unlikely that those who do favor 
such a consummation are few—the exceptions 
in fact. Admitting that they are the excep- 
tions, it is a case where the exceptions do not 
prove the rule, but where the exceptions are 
the rulers. Of what practical benefit to local 
agents is the approval of the many companies 
if it be withheld at the dictation of or for fear 
of the few? 

Have to Follow the Crowd. 

“Far be it from me to blame or criticize 
any manager for the present condition o! the 
American Agency System or its future pros- 
pects. 1 sympathize with those who admit 
that they can do nothing to check present ten- 
dencies, and with those who apologize for 
their practices by saying, ‘We know it is not 
for the best interests of the business, bu: we 
must do as the other fellow does.’ Agents 
if they were in the same positions would not 
act differently. 

What Can Be Done? 


“Enough has doubtless been said regard- 
ing the thangés of fime and présent condt':ons, 
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nd the thought is in the heart, and the words 
re on the lips of everyone of you,“What 
hall we do?’ We would be cravens indeed if 
ve did not make a stand for self-preservation 
gainst the practices which not only threaten 


our livelihood, but are undermining the bus- 


iess as a whole. Every man owes that much 

himself, to his associates and to its pro- 

fession, which he is bound to love and honor. 
Suggestion Made as to Companics 


“If a general way it may perhaps be said 
ihat the most important thing agents can do ts 
to prefer at all times and in every way com- 
panies that not only support the American 
\gency System through their managers’ 
mouths but by their methods. It is not always 
possible for an agent to place his business 
according to his preferences; but if all of us 
do the best we can in that direction all the 
time, the little of many will have potency in 
the right direction. This is a duty which 
cannot be shirked with impunity. Somebody 
will always be found following bad practices 
that are profitable. The only way to eradi- 
cate. them is to make them unprofitable. 
Easiet said than done, think you? Yes, but 
it is infinitely better to die fighting them than 
to lie down and be crushed by them. 


Greatest P:oblem Is Rating. 


‘Lhe greatest problem of the business is 
rating. The greatest evil—the source of 
uearly every bad practice—is unbalanced, in- 
cquitable or preferred rates. Progress—not 
so much as we could wish—but definite pro- 
gress in the matter of rating has been made 
since our last meeting, both in the East and 
in the West. There have been some freak 
schedules promulgated, and we have had some 
awful illustrations of how not to do it, but 
we have also had and are having the best 
work of some great men, who would rather 
be right than make a schedule that will fit the 
business of a certain company or class of com- 
panies. The agent who opposes progress and 
equity in rating is as foolish as a bull calf 
that tries conclusions, head on, with the Chi- 
cago Limited. 

Must Not Champion Inequitahle Rates. 

‘The fact that equitable rates may reduce 
our incomes does not justify us in favor- 
ing inequitable rates to maintain our in- 
comes. High rates do not always or per- 
manently produce high incomes. The higher 
the rates the more the agent pays to solici- 
tors, to brokers and in rebates, and the sooner 
will there be no rates at all because of non- 
heard competition. The position taken by 
this association last year on the subject of 
preferred business has been-approved by the 
Western Union at its last’ meeting, in its 
action on whisky rates. 

Reduction on Whisky Rates. 


lt may be said with apparent justice that 
the Union would better have made a smaller 
reduction a year or two ago and another now, 
and that the future may prove that the present 
reduction is too great. But all must adinit 
that the reduction was a move in the right 
direction, and reflects great credit upon that 
holy of distinguished and far-seeing mana- 


get A precedent has been established—the 
pace has been set—and we may confidently 
lu to that Union and other bodies of mana- 
xe: for like action upon other classes of pre- 
ferred business. This is heroic treatment, 
a) as usual the agent bears the brunt of i 

lh. temporary direct loss of income to us 


wil) be considerable, but there will eventually 
he a net gain to all real agents. Let us en- 
courage and loyally support every move 
agaist preferred rates, whatever mav be the 
cos to us, because it is right and we cannot 
rably do tess. . 

Who Owns the Business? 


good deal of attention is being given to 
juestion of ‘Who owns the business,’ or 
vhom does the business belong?’ The 
inswer to this question that I have seen, 
M viven by Mr. Putnam in ‘Insurance Eco- 
cs, from whom T quote as _ follows: 
“ion it comes to a question between the 


ce iy and the agent as t6 who owns the 
DUS css, it is, as we have said, a matter of 
fac ts to which can control and hold the risk 
it ial rates. If the agent cannot hold it 
't cutting, it belongs to the company. 
Sul ot the company can only take the busi- 
_ ‘way from the agent by cutting the rate, 
ct 


it simply admits that, given an equality 





of opportunity,-it cannot control the business 
and therefore does not own it. No reasona 
ble agent, | think, will object to this state 
ment of the matter, and many companies do 
better than this for agents, when transferring 
their agencies, by instructing the new agent 
to refrain from soliciting the business placed 
upon the books by the former agent. Such 
action of companies is not only most satis 
factory to agents, but is best for the com- 
panies and for the business as a whole; for 
where agents know this to be the policy of a 
company they will feel safe in placing their 
best business on its books. 


Fight Over Premiums Unprofitable. 


“And then the fight over the premiums of an 
agency is unprofitable to those directly en- 
gaged, and often disastrous to the entire busi- 
ness of the locality. A company usually 
appoints an agent for the business he is ex- 
pected to give them. If dissatisfied with his 
business and a change is made, it is but fair 
and equitable to leave with the old agent the 
business the company was not satisfied with. 
The agent solicits or accepts a company be- 
cause he thinks it will satisfactorily under- 
write the business he has and can secure. If 
at any time afterward he thinks another com- 
pany more desirable, it is a fair, common 
sense proposition that he should be allowed 
to transfer his business without objection or 
interference. 

Relative Value of an Agent's Business. 


“The relative value of an agent's business to 
the company and to himself is about the 
same as ten thousand dollars is to a nickel. 
It is a trifle to the company; it is often all to 
an agent. And while a fight over the busi- 
ness may be fun for those whose salaries are 
going on just the same, it is death to the 
agents. Nothing would do more to rehabili- 
tate the American Agency System, to im- 
prove the personnel of agents, to prevent an- 
tagonisms, to discourage rate wars, and’ td 
generally improve the morals of the business, 
than a declaration from the companies that 
every honest agent who resigns a company, or 
whose agency is taken up, shall be allowed to 
dispose of the business that he placed upon 
the books as he sees fit, without objection or 
interference of the company or its represen- 
tatives: This is certainly the golden rule of 
the matter. 

Attitude of Agents in Rate-Making. 


“The attitude of agents in the matter of rate- 
making is still agitating a few nervous and 
hysterical people, who seem to overlook the 
fact that every criticism of the agents in this 
matter is a direct reflection upon the com- 
panies who appoint, instruct and control the 
agents, and who continue to write their busi 
ness. No real agent who has profited by ex 
perience wishes to make individual specific 
rates for his own clients or those of others, 
for if he exercises that power he finds it im- 
possible to please his company, his competi- 
tors or the property owners. 


Local Agents and the Public. 


“Many agents believe, however, that their 
knowledge of public sentiment and familiarity 
with -local conditions may well be taken into 
account when a basis for rating is being con- 
sidered; and that agents should have the in- 
formation which would enable them to ex- 
plain and defend the rates made. The level- 
headed agent who depends upon _ property 
owners for his business, and upon commis- 
sions for his livelihood, usually has a fair 
idea of what the insurance market will bear, 
and is not likely to approve advances in rates 
that will drive the business away from his 
companies, or unnecessary reductions that will 
impair his income. It is my observation that 
agents with experience—who are not more 
interested, as property owners or otherwise, in 
the cost of insurance, than in the profits of the 
companies and their own incomes from the 
business—are often more conservative and 
wise in their action regarding rates than those 
who are less familiar with the situation, and 
whose incomes are not affected by the 
changes. 

Sheuld Confer with Agents. 


_ “As the opinion of agents costs the company 
nothing, and need not necessarily be accepted, 
it would seem a good business proposition— 
in the interests of co-operation and opposed to 
antagonism—to confer with them whenever 
practicable. In States where the companies 





are forbidden by statute to co-operate in rate- 
making, and where this right is allowed to 
agents, it would appear wise for the com 
panies to permit its exercise. Rates thus 
made would generally be about what the com- 
panies wish, and certainly better than none. 


Trades-Unionism and the Associati. n. 


“We are hearing something nowadays about 


the savor of trade-unionism, which permeates . 


some of the methods of the company organi 
zations, and we are warned that anything 
in that line from our organization would pro 
duce dire results. As law, ethics and com 
mon sense declare that what is right for one 
to do as an individual is equally right for 
two or more to do unitedly, we need have but 
one anxiety, and that is that our declarations 
be true, and that we live up to them. We 
have in this association an organization unique 
in that the most carping critics can find no 
flaw in its principles and action, and an organ- 
ization that has accomplished more for the 
betterment of the business than was expected. 
The men who stand upon its platform and 
follow its recommendations are not ashamed 
and have nothing to apologize for. Its value 
to agents is incalculable, the fraternal and 
social features alone being worth many times 
its cost. We cannot forecast the future, not 
even the action of this convention, but if we 
pursue the steady, broad-minded course of 
the past we will retain the approval of ow 
own best judgment and that of all fair-minded 
and unprejudiced men. 


May Have -ecret Deliberations. 


“It has been my hope that this organization 
might always maintain open doors and open 
meetings, and it is possible that at some time 
in the future we may be obliged to make it 
more like the secret societies of the companies 
and the field-men, and, as they do, limit our 
action to matters that directly affect our 
selves. When that time comes, if ever, we 
should go forward carefully and firmly, as 
heretofore, not heeding extremists or sensa 
tionalists. As agents of certain companies 
we will cheerfully obey their instructions re 
garding their business; as reasonable men we 
will support those things which tend to im 
prove the business; and as citizens of this 
great commonwealth we will not consider it 
lése majesté to think what we choose, nor re 
bellion to say what—with due respect to 
others—we think best; nor high treason to 
take such action, individually or collectively, 
as we deem necessarv for our life, liberty and 
happiness. The position which any man occu 
pies, whether it comes to him by accident, 
opportunity, favoritism, fawning, nepotism or 
ability, makes him in the home, at the ballot 
bex, in the courts of justice and before the 
her of God, no more than the peer of the hum 
blest agent in the land.” 

Paper by G. A. Furness. 

G. A. Furness, president of the New Eng 
land Insurance Exchange, told the methods 
adopted by the exchange in its relationship 
wittt local agents. He referred to the early 
history of the exchange, stating that when it 
was organized conditions in New England 
were chaotic, the loss ratio being quite high 
He explained the machinery of the organiza 
tion, told how its work was carried on and 
described the work of its various committees 
The fovr big committees are the factory im 
provement, electrical hazards, scheduled risks 
and summer hotel. Local committees are 
assigned the various States under the jurisdic 
tion of the exchange. 


Washburn’s Criticism Do-s Not 4pply. 


Mr. Furness referred to the remarks of 
President Washburn of the Home, before the 
Northwestern Association, when the latter 
criticized stamping secretaries, claiming that 
they were making dummies of the special 
agents and 'ocal agents. He does not think 
that this is applicable to the New England 
Exchange. Rate-making has always been left 
to the local agents, subject to the supervision 
of a special agency committee. The stamp 
clerk, he added, is but a small part of the 
general scheme. A few of the advantages, h« 
stated, were close relations between agents and 
special agents, retention of business for the 
agents, uniform rules and rates, reciprocity 
nnd the fraternal idea. The committees give 
the local agents full information regarding in 
spections and rates so that an agent can 
defend the rates in his dealings with the 
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assured. The assured is assisted in so im- | have gone higher. The latter get no support will be urged to go ahead and work out th 
proving his risk as to warrant a rate reduc- | from the former. problem -along lines satisfactory to them, 

tion. He thinks the exchange -has done a being recognized that it is too large a subjex 


great work for its section in promoting the 
interests of companies, special agents and local 
agents. 

Emmett Rh des of New York. 

Emmett Rhodes of New York spoke on the 
subject, “Relations of the Local Agent to the 
Company Under the American Agency Sys- 
tem.” He spoke in substance as foliows: 

“The American Agency System’ was evolved 
from conditions peculiar to this country. 
insurance companies delegated to the local 
agents in the old days considerable responsi- 
bility, owing to the great distances and need 
of prompt action. It was necessary to choose 
men of integrity, judgment and skill. They 
were authorized to assume vast obligations, 
issue contracts, collect premiums and adjust 
losses. They enjoyed the confidence and 
esteem of their fellow men. 


New Conditions Have Arisen. 


“New conditions arose and the old school 
local agents are being laid aside and _ their 
places filled by younger men. In the com- 
pany offices cheaper men were sent to look 
after the interests of the agency department. 
As a result local agents have been appointed 
who are unreliable and many of them unfit to 
act in that capacity. Local agents were de- 
nied access to the ordinary information which 
would entitle them to satisfy their policy- 
holders as to rates. This gave rise to the 
charge that the insurance business was a trust. 
The unreliable agents appointed called into 
operation the stamping system. The centrali- 
zation of the stamping offices caused some one 
with a pull to secure the position, having 
neither the interest of the company, the agent 
nor the policyholder at heart. 


New Features Being Introduced. 


“Local agents see the introduction of many 
new hazards. They see the annoyance to pol- 
icyholders by repeated ex xaminations by indi- 
vidual inspectors who represent different com- 
panies, each of whom makes particular rec- 
ommendations, which are often at variance 
witn each other. The independent inspection 
bureau seems therefore necessary. It is hard to 
understand why it cannot be so modified as 
to avoid coming between the company and its 
agents. It does not seem wise to destroy the 
feeling of personal responsibility on part of 
the old agents, or to fail to cultivate that fea- 
ture in the appointment of new agents. The 
stamping secretary may seem necessary but if 
companies and managers would — enforce 
proper practices under penalty of immediate 
dismissal, few agents would continue to vio- 
Ite their instructions. A graded commission 
might be wise and the value of agents there- 
fore be increased if the agent had proved his 
efficiency by proper results 


Trades Unionism Is Cited. 


“The association has been charged with har- 
boring ideas bordering on trades unionism. 
The pfactice of the companies in providing 
that all agents shall receive the same rate of 
commission, regardless of results, or their 
individual labor, is the only parallel of trade 
unionism in the agency movement. 

‘The company will remain as the great em- 
ployer, outlining its policies and directing its 
affairs. The agent possesses the power of an 
executive officer in the territory assigned him 
and transacting the business under the terms 
and conditions contained in the various let- 
ters of instruction.” 


Paper by Henry E. Hess. 

Henry E. Hess, 

Insurance Exchange, 

morning, entitled 
Helps the Local 


manager of the New York 
read a paper Wednesday 
“How Schedule Rating 
Agent.” ‘The paper was a 
very Strong one and greatly appreciated by 
the local agents. He stated that “jump rates” 
are made merely on a guess basis, and are not 
equitable in any way. A flat rate is a matter 
of opinion or pull. With the downfall of 
the flat rate has come the schedule rate. The 
advantages of schedule rating, as he put it, 
were in protecting the companies or agents 
against charges of favoritism in rating tisk 
in the same class. He also stated that sched 


ules separated the assured in any class inte 
two divisions, those whose rates have gane 
lower than they were and those whose rates 


The. 





Schedules Result in Improvement. 


Schedules result in constant improvement in 
the quality of the given class because of the 
betterment of defects and conditions in the 
individual risks. Fixed allowances to the as- 
sured for any and every improvement that 
he may make of defects charged for in his rate 
come from the schedule system. It also re- 
sults in the lessening of the loss ratio, because 
of improvement in the standard of risks, both 
by reason of remedving defects in old ones 
and by providing against their introduction in 
new ones. 

Co-operation of Builders and Architects. 


Co-operation also .comes on the part of 
builders and architects in producing risks that 
are of improved construction. Schedule rat- 
ing always means protection of an agent or 
broker in the control of his business. If he 
understands the Schedule he will have the as- 
surance when he gets through that he has 
indicated to the assured everything that can be 
done to lower the rate, and no other agent can 
do any better. If, on the other hand, he over- 
looks any point and some other agent discovers 
it, he has only himself to blame if the other 
agent secures the business. There can be no 
cry of favoritism. no charges of error, no de- 
mand for better investigation. The new sys- 
tem also relieves rate committees from inces- 
sant demands for flat reductions in rates. It 
also adds facility for readjusting rates to 
changed conditions. 

Local Agents Should Study Schedu'es. 


The local agents should be made familiar 
with the schedules, so that they can explain 
it to customers. A schedule rate can be de- 
fended in season and out, and a_ business 
man’s objections to it disappear upon intelli- 
gent explanation. Mr. Hess states that he 
does not believe in modifying the schedule to 
satisfy an individual case. It is better to apply 
a schedule correctly and stick to the results 
and measure all risks by the same standard. 
He concluded by saying that schedules help 
those who help themselves. 


Wednesday Morning’s Session. 


The first thing Wednesday morning 
report of the executive committee 
matter referred to it on Tuesday 
in executive session, touching the 
of the right of the agent to solicit expira- 
tions when the company has removed its 
agency. The case was one from New York, 
where the trial court has granted an injunc- 
tion restraining an agent from soliciting any 
of the expirations which had to do with the 
company, which had changed to another 
agency. The injunction was very sweeping, 
and if allowed to stand without appeal will 
take away all control over expirations from 
agents in New York. 


Will Test the Case. 


was 
upon a 
afternoon 
question 


‘The executive committee made «a report, 
which was unanimously adopted. This rec- 
omimendation was.referred to the New York 


association, under the direction of Emmett 
Rhodes, to look into, and if deemed best to 
carry it to the highest court for decision. It 
is to be made a test case and the National 
association requests such appeal. The case 
is considered a vital one, for the delegates 
generally who have given any attention to the 
matter believe that it goes to the very foun- 
dation of the agency system. 


Roll Call of States. 


The roll cail oi States did not amount to 
much, so far as the Wednesday sessions were 
concerned. The delegates were too much in- 
terested in the test case reported by the execu- 
tive committee to talk much about local con- 
ditions. ‘This feature will be the leading topic 
at the Thursday morning session. Some of 
the States are well prepared for a_ report. 
There was no session Wednesday afternoon 
on account of the steamboat excursion given 
by the Hartford companies. 


Committee on Resolutions. 


The committee on resolutions have not com- 
pleted their work, but some things can be 
forecasted from the trend of the talk of the 
delegates. The position on the multiple agent 
will be a reaffirmation of former resolution, 
with the addition of the idea that this is quite 
largely a matter of local work, and it will 
likely be suggested that different locations 





to be handled for the whole country at one: 


Non-Board Company Operations. 


The non-board company will receive atte) 
tion as a demoralizer and thus injurious t 
the local agent by keeping things in a tu 
moil. A larger recognition of the importanc 
of the local agent giving support to the com 
panies which operate uvon the single agenc 
basis by giving such companies the agents 
surplus lines will be made. 

The Cleveland situation is also likely t 
be touched upon, it being understood that th 
plan determined upon at Toronto has failed 
in bringing about the desired relief. Th: 
Home has found other reasons for not going 
into the board, as it was said at Toronto i 
would do. 


John C. North for President. 


The next president will most likely be John 
C. North of Connecticut, the chairman of th: 
program committee, as President Geer de 
clares he will not accept another term. 

The place of meeting is likely to be Si 
Louis or some nearby city. Some talk has 
been heard of Indianapolis, though so fai 
this is only talk by the individual delegates. 
who think St. Louis will be too much crowded 
next year. The chances, however, are in favor 
of the exposition city. 





PAY TAX ON RE'NSURANCE PREMIUMS, 


Wisconsin Law Requires Tax on “Gross In- 
come” of Fire Insurance Companies- 
No Deductions Authorized. 
insurance Wisconsin 
for a ruling 


The commissioner of 
has asked the attorney-general 
under the premium tax law of that Stat 
Heretofore the companies have been allowed 
to deduct the reinsurance premiums in their 
reports of “gross premiums” for taxation, but 
in Michigan, where the law was the same as 
that in Wisconsin, an amendment was found 
necessary in order to allow the companies to 
make this deduction. The attorney-genera! 
has already said that return premiums on can 
celed policies can be deducted, because thie 
cancellation clause is a part of policy 
tract. He holds that the gross premium is 
the amount paid by the policyholder for the 
time the policy is in force. 

Under the Michigan law, which is the 
as the one in Wisconsin, the companies 
taxed twice on reinsurance premiums, 
is difficult to how any other ruling 
be made. If the attorney-general takes that 
view, Commissioner Host will require the tax 
on this year’s business, and will also collect 
about $50,000 in back taxes. He does not 
consider the tax just, but will have no option 
if such a ruling is made. The Michigan law 
was amended on the recommendation of Com- 
missioner Barry, but the Wisconsin legislature 
will not meet until 1905, so that the companies 
will have to pay the tax in that State for at 
least two years yet. According to the plain 
reading of the law, the companies must also 
pay the 2 per cent tax on their income from 
any investments they may have in the Stat 

The tax on reinsurance premiums may hav¢ 
an influence on the writing capacity of many 
companies. Several purely reinsurance com 
panies withdrew from Michigan rather than 
submit to the exaction, and they may take 
the same course in Wisconsin. 


con 
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**PINK SLIP’’ ABROGATED AT MEMPHIS. 
Following the member of the 


Union to inves- 


visit of a 
governing committee of the 
tigate conditions at Memphis, Tenn., ‘he 
“pink slip’ advance has been abrogated, ‘h¢ 
improvements in the fire protection hav 1g 
been made. It will be remembered that ‘he 
agents took action along the same line w'th- 
out consulting the committee. 





The National Union Fire of 
entered Kansas. 


Pittsburg as 
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AS SEEN FROM CHICAGO. 


REDUCED RATES IN CHICAGO? 

There has been more or less talk of late in 
Chicago regarding the movement to reduce 
rates in that city on certain classes by 
mending the schedules or removing the 25 per 
‘ent advance. The fact is a sub-committee of 
ihe executive committee of the Chicago Un- 
lerwriters Association has been working on 
ww schedules, which will include the 25 per 
cent advance, and furthermore will be ready 
for amendment if the time comes to reduce 
rates in the city. Some local agents think that 
rates on several classes are too high in Chi- 
‘ago and this fact is driving business from 
the city. They think that the assured will not 
stand the present rates very much longer and 
therefore they advocate some change in the 
.chedules to reduce rates on these classes. It 
is hardly likely that any action of this kind 
could be taken at present, as the companies are 
not willing to allow any reduction, owing to 
the experience in Chicago. The loss ratio im 
the city for the first nine months has proba- 
bly been about 55 per cent. This is not re- 
varded by some agents and companies as an 
indication that much money is being made in 
ihe city. The sub-committee of the executive 
committee probably has not in mind a plan 
to reduce rates at present, but merely will be 
in readiness when the time comes to make the 
reduction. 








++ coe 
VICTORY GAINED IN IOWA. 

Judge McPherson of the federal court 
this week rendered a decision to the effect 
that the Iowa anti-compact law, affecting fire 
insurance companies and agents, was void. 
Proceedings were brought by several com- 
panies recently against the auditor of state 
to restrain him from taking action against 
them for alleged violation of the anti-compact 
law. Judge McPherson had already decided 
that the anti-compact law of Nebraska was 
unconstitutional. Judge McPherson thinks 
that insurance companies must make some 
contracts with other companies. He states 
that farmers, merchants, laboring men and 
all other classes of men and associations must 
do the same and both the laws and consti- 
iution permit it. It is not allowable to single 
out insurance companies and prohibit them 

doing what it grants to other corpora- 
lions and associations. 

lhe insurance companies have had much to 
contend with under the Iowa anti-compact 
law. Loeal agents feared to form clubs and 
ulpanies were cautious in their methods. 
lanaging officials are very much delighted 
with the decision of Judge McPherson. 
local boards can now be established. The 


general anti-trust law still remains on the 
hooks. 


++ ++ 
WASHBURN ON PRESENT CONDITIONS. 
‘resident Washburn of the Home in an 
iiterview in the St. Paul Pioneer Press says 
as tu fire insurance conditions : 


Contrary to general opinion, fire insurance 
ha. not been profitable except during the past 
‘> years. Of course some companies made 
noninal profits, but other companies lost 
ey, so that talking them all together the 
ness was not profitable. Beginning about 
years ago the companies inaugurated bet- 
ter systems for supervising risks, rates were 
ac ‘sted more nearly to the risks and other 
acyonees were made in business management, 
iat the companies began to earn profits. 
t is hard to tell how long our era of fire 
‘ance prosperity will last. The good 
of the past few years have been hard on 
the insurance companies. Manufacturing 
s of all kinds have been running at top 
sped, with the result that fire risks have been 
ased. The companies have tried to offset 
by better supervision and have been rea- 
son] ty successful. 
the relations of -the. large insurance com- 





panies with the different States are quite sat- 
isfactory at present. You know at times state 
legislatures will show a spirit of hostility to 
foreign companies and enact legislation seem- 
ingly for the good of the people, but which 
practically operates only to harass the inswr- 
ance bysiness. This class of legislation is to 
be found all over the country. The North- 
west has been very reasonable in this respect. 
We have little to complain of in Minnesota, 
and the insurance laws of Wisconsin and 
North Dakota are very satisfactory. But the 
last legislature of South Dakota enacted some 
very obnoxious legislation. 

“As a matter of fact a State will gain noth- 
ing by attempting to harass the insurance 
comipanies without just cause. We do not 
withdraw from such States, but protect our 
selves by issuing less liberal policies and rais 
ing rates. 

“The insurance companies have suffered 
with the rest of the country in the shrinkage 
“uf their securities. It is hard to predict when 
this period of liquidation on Wall street will 
end. It is ny personal opinion that it will 
continue until all the water in the so-called 
‘undigested securities’ is squeezed out. An 
industry which is capitalized on the basis of 
past earnings or dreams for the future may or 
may not prove stable. It seems that the gen- 
eral opinion now is that industrials and rail- 
road stocks must be placed on a legitimate 
basis. We have had a rich man’s panic. I 
do not mean that there has been a general 
panic, nor does it seem probable that we shall 


“have one.” 


++ e+ 
RULING ON ““NON-AFFILIATED.”’ 

The governing committee of the Union has 
made a ruling on the resolution passed at the 
last meeting, wherein it was decided to grant 
relief against non-affiliated companies. The 
Illinois Field Club made a request to have 
this measure interpreted. It desired to know 
whether the term “non-affiliated” included all 
nonunion companies or only those that did 
not go-operate as to rates. In Illinois, for 


“eXample, and in Indiana and other points, 


several nonunion companies co-operate 
through their field organizations. The gov- 
erning committee rules that those nonunion 
companies which co-operate as to rates 
through their field clubs or otherwise are not 
counted as non-affiliated companies. 





TO DISCUSS THE WUNTAIN PIELD. 


The sub-committee of the governing com- 
mittee of the Western Union, which has joint 
jurisdiction of the Rocky Mountain field in 
conjunction with a similar committee from 
the Pacific Coast Board, will go to Denver 
in a few days to join in this conference. G. 
H. Lermit of the Northern will head the com- 
mittee from Chicago. 


Special 
Agent 


WANTED 


Special Agent by a 
large American company 











One who has had field ex- 
perience; between the ages 
of 25 and 35. Must have 
some knowledge of elec- 
tricityand mechanics. Ad- 
dress “S.,” care The West- 
ern Underwriter Co., 164 
La Salle Street, Chicago. 














OHIO AND WEST ~ VIRGINIA. 


SAY THE HOME IS NOW CRAW FISHING 


Has Not Yet Joined the Cleveland Exchange— 
Large Cities Committee Has Been Ad- 
vised of the Situativn. 











There is some anxiety at Cleveland over the 
attitude of ithe Home. When the Cleveland 
Exchange amended its rules, it was sup 
posed all was serene and its Cleveland mana 
ger would join. The members passed the new 
rules after the large cities committee held 
meeting at ‘Toronto. The exchange officials 
refuse to talk but it is evident they are under 
a strain. The chairman of the large cities 
committee has been advised of the situation 
with request for counsel in the premises. It 
is likely that the large cities committee will 
remind President Washburn of the promises 
he made at the last union meeting as to 
Cleveland. 

Cleveland, Ohiv, October 21.—The local 
@gents are up in arms against the Home. Afte1 
definitely promising to join the Exchange if 
certain amendments were passed, which action 
was taken, it now requires that the rule re 
quiring members to have a sole agency be re 
scinded. This did not come up at the large 
cities committee meeting. The Exchange of- 
fered to admit the present agents of the com 
pany, thus suspending the rule, but this does 
not suit the Home. Agents are greatly dis 
gusted over this attitude. 





MORE ARSON SUSPECTS. 

State Fire Marshall Hollenbeck has caused 
the arrest of Perry L. Clay and Francis Smith 
at Ironton, on warrants charging them with 
burning property for the purpose of collect 
ing the insurance carried thereon. It is stated 
that almost everything of value was shipped 
to another city before the fire. The total loss 
of the property burned amounts*to about $20, 
o00. One of the policies on which they tried 
to collect was for $1,500, and was written 
in the National Insurance Company of Cin 
cinnati. 

++ +4 
ANCHOR’S NEW CINCINNATI! AGENCY. 

lhe Anchor Fire of Cincinnati has estab 
lished a new agency there, under the name 
of F. D. Prentice & Co. The agency of this 
company has heretofore been with Charles 
E. Marshall. F. D. Prentice, of the new 
agency, is also vice-president of the Anchor 
It has entered the Cincinnati local board, and 
will have its headquarters at the home offic 


of the company. 
+4 ++ 


OHIO FIRE APPOINTMENTS. 


Aitna—Snyder & Abele, Ironton; James ©. Me 
Cracken, West Jefferson; Manley H. Thompson, 
Zanesville. 

American, Newark— Josiah C. Ault, Steubenville 

American, Pa.—George E. Strock, Mansfield; 
Louis Perezel, Cleveland. 

British America—Seth McColloch, Piqua; The 
Monnett Agency, Barberton. 

Concordia—MecKinley & Everett, Marion. 

Continental—Chas. F. Wickham, Jr., Norwalk 
Jerry I. Ansley, Calcutta; B. C. Hennacy, Negley ; 
H. D. Cope, Rogers. 

Farmers & Merchants—-Duerschner & Co., To- 
ledo. 

Federal, Jersey City—Billow, Barneit & Co., 
Springfield. 

Fire Assn.—J. R. Mason & Co., Fostoria. 

Firemens Fund—Wm. Bulger, Cleveland. 

German, Freeport—O. P. McCabe, Dayton. 

German, Indianapolis—McComb & James, Lima ; 
Nelan & Costello, Defiance: Theodore Simmons, 
Newark: Babcock & Veon, Lorain; Louis E. Burg 
ner. Oher'in: Neuhart & Thomeson, Woodsfield ; 
E. H. Pollock. Mt. Gilead: Marvin C. Clark. Ports 
mouth: Geo. C. Anderson, Sidney; John Maloney, 
Akron: B. L, Peters, North Baltimore. 

German Alliance, N. Y.—Orlando RK. Taylor, 
Pleasant City. 

Cerman American, N. Y.—Geo. BE. Morris, Mont 
pelier. 

Germaria. N. Y.—Bassett L. Peters, North Balti 
more: David Peters, Eaton. 

Girard—William J. Wright. Toledo. 

Greenwich—J. E. Orin, Wellsville; J. R. Mason 
& (Co., Fostoria. 

NMartford—John L, Hummel, Cleveland; John W. 
Goebel, Quincy. 
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Home—Perry M. Barnard and Jacob Heller, 
(Ceveland. 

Indemnity—Bruner-Gocdhue-Cook Company, Ak- 
ron. 

L. & L. & G.-—W. R. Dunbar « Co., Cleveland. 


Lo Ra & Lancashire—Stace & Krauth, Hamil- 


ton. 

Lumbermens—Ernest H. Witker, ‘Toledo. 

National, Hartford—Seymour M. Frayer, Jeffer- 
scn; Lawrence H. Oerter, Canal Dover; Jesse* A. 
Mount, Morrow. 

National Union, Pittsburg—A. J. Morris, 

Norwich Union—Jesse A. Mount, 
W. and P. H. Sparks, Sabina; 
Fremont. 

Pennsylvania—John W. 

Pherix, Eng.—Baugher 

Rochester German—Andrew 38. 
erpool. 

Sun, Eng.—Herbert T. Greer, Wm. J. 
and Albert C. Osborne, Toledo; Carl J. 
Fremont; F. E, Pursell & Co.. Piqua. 

United Firemens—John M, Hamlin, 


Lima. 
Morrow; J. 
Carl J. Heffner, 


Krauth, Hamilton. 
& MecGruder, Newark. 
Reed, East Liv 


Wright 
Heffner, 
Findlay. 

++ ++ 
DEATH OF C. 0. GANSEL. 

C. O. Gansel, a prominent fire insurance 
agent at Cincinnati, died in that city Saturday 
at the age of sixty-six. He has been in fail- 
ing health for some time, and last January he 
arranged for the continuance of his business 
under the old firm name. ‘The companies then 
agreed to the change. Mr. Gansel was a 
prominent advocate of the establishing of the 
salvage corps in Cincinnati, and was chairman 
of it for some years. He carried life insur- 
ance as follows: Aétna Life, $10,000; Provi- 


dent Savings, $10,coo; Equitable of New 
York, $7,5c0; Phoenix Mutual, $5,000; Mutual 
Reserve, $5,000; Hartford, $2,000. 

++ ++ 


REPORT ON TOLEDO. 


The Ohio Inspection Bureau has given a 


city report of Toledo. It shows that there 
are twenty-five sprinkled risks in the city. 
There is no apparent serious conflagration 


hazard in the congested district. Serious fires 
might occur along the sixteen miles of river 
frontage, where are located the large lumber 
yards and terminal elevators, some being cut 
off from efficient service of the fire depart- 
ment by railroad tracks and other obstruc- 
tions. The bureau reconmmends that a num- 
ber of underground cisterns at the junction 
of principal streets in the business section be 
dug, that two additional fire engine houses be 
constructed, that four additional steamers and 
two hook and ladder trucks be provided, and 
that additional men be employed in the de- 
partment. 
++ ++ 

CERTAIN RATES REDUCED AT CLEVELAND. 

Under date of October 14 the Cleveland In- 
spection Bureau issued a bulletin, permitting 
the writing of the following classes of build- 
ings (but not contents) heretofore written 
only for a year, for three years at twice one 
annual rate and five years at three times one 
annual rate. “Brick, brick veneered and 
frame buildings, first floors of which are occu- 
pied for retail mercantile purposes and upper 
floors for living apartments, or living apart- 
ments in connection with lodges or offices, 
but at least sixty per cent of upper floor space 
must be used for living apartments! also 
buildings of but one story in height, occupied 
for retail ‘mercantile or dwelling purposes. 
(This rule not to apply to wholesale risks, 
fireproof buildings, theaters, hotels, sprinkled 
risks and buildings used in part or ‘wholly for 
manufacturing purposes. ) 

“Term .rates will also apply upon club- 
houses, courthouses, county, state or city pub- 
lic buildings of but single occupancy ; libraries, 
Y. M. C. A. and like association property of 
but single occupancy; asylums, hospitals, infir- 
maries, orphans’ and children’s homes. 
churches, schools and colleges, dancing acade- 
mies, private dwellings and barns, boarding, 
rooming and apartment houses.” 

This circular was issued to meet certain con- 
ditions existing in the city. The non-board 
companies have been writing these classes of 
business for terms and are said to have gath- 
ered in a good lot of it. It is said in some 
though not authoritatively, that it 
was one of the Home's conditions for enter- 
ing the exchange that this business be put on 
a term basis. Qme agent says that he believes 
it will cut into Cleveland’s premium receipts 


quarters, 








almost $100,000 a year. This figure is proba- 
bly high, but it is certain that a reduction of 
33 1-3 to 40 per cent on a class of business of 
which there is so much in Cleveland will 
amount to «a considerable decrease in 
premiums after the first year. 

t+ + 


TERM RATES FOR TOLEDO. 

The Ohio Inspection Bureau, in a notice to 
Toledo agents, prohibits the writing of term 
insurance on special hazards. Term policies 
on brick mercantile buildings, office buildings, 
apartment houses, hotels, opera houses or 
theaters, should not be written at a less rate 
than one and one-quarter rates for two 
years, two rates for three years, three and 
one-quarter rates for four years and four rates 
for five years. Office fixtures and household 
furniture, except in storage, contained in the 
above-mentioned buildings, may be written at 
two and one-half rates for three years. Stocks 
and store furniture and fixtures should not be 
insured for over one year. Frame mercantile 
buildings, office fixturcs and household goods 
contained in the same may be written at two 
and one-half rates for three years. 





OHIO AND WEsT VIRGINIA NOTEE. 


L. E. Miller and C. C. Hall have opened an 
agency in the Williamson building, Cleveland. 


Bert M. Noble of Tiffin has secured the 
agency of several companies and has opened 
a general insurance office. 


S. R. Burky of Alliance started East on the 
12th to attend the National association meet- 
ing at Hartford, making stops at several large 
cities on the way. 

Wellston is being rerated. The town is con- 
sidering putting in a Gamewell alarm system, 
which will entitle the citizens to a credit of 
five cents on rates. 


An epidemic of incendiarism has been 
sweeping over the northwestern part of Cham- 


paign county, a number of barns and _ resi- 
dences having been burned. 
B. G. Nichols and Norrie Little have 


formed a partnership at Lorain, and will start 
a local agency there. The firm will be known 
as Nichols & Little, and will also handle real 
estate. 


The interest of L. V. Uncapher in the firm 
of Uncapher & McKinley of Marion has been 
sold to W. B. Everett. Mr. Uncapher will 
devote his time to the Lime & Stone Company, 
which was recently organized. 


An error was made in a recent issue in say- 
ing that C. A, Judson had retired from the 
firm of Flynn, Judson & Schippel of San- 
dusky. Mr. Judson says he is still a member 
of the firm and has no intention of withdraw- 
ing. 

John H. Todd of Mansfield has sold his 
agency to George E. Strocke. The companies 
are the American of Philadelphia, Eureka, 
National of Hartford, New Hampshire, Phe- 
nix, New York Plate Glass and Philadelphia 
Casualty. 

The Hanover has transferred at Cleveland 
from James & Parsons to the O. M. Stafford 
& Goss Company. It got about $12,000 a year 
premiums in the former agency, but expects 
to get more in the latter, although there are 
over a dozen companies in the agency, mostly 
large ones. 





The American Manufacturers Mutual Fire 
has been organized to write sprinkled business 
with D. M. Parry of Indianapolis, as _presi- 
dent. He is president of the National Manu- 
facturers Association. A. F. McCormick, sec- 
retary of the Springfield Underwriters Mutual 
of Springfield, Ohio, is to be secretary. 


COMPANY WANTED 


Wanted—In Barnesville, Ohio, a non- 
union fire compary to write a nice lire 
of preferred risks and some outside busi- 
ness. Address BUX 138. 

















local 





STATE TOPICS OF ILLINOIS 


CHARLESTON SITUATION 








IS SERIOUS. 


Agents Are Fearful Lest Cut-Rate 
Agents May Cause Demoralization 
in the City. 


Local 





Charleston seems to Ix 
growing more serious owing to the alleged 
rate-cutting that is said to be in progress in 
that town. A new stamping secretary was re 
cently installed in Charleston and it was sup 
posed that the town was in fairly good shape. 
Miss Wagner, who represents the Milwaukee 
Fire and Continental of Chicago, is regarded 
by the field men as a rate disturber in that 
community. Some of the other agents have 
become frightened at her operations and hav 
been appealing to their companies. W. M 
Briggs and W. S. Mitchell, it is understood. 
are now out of the board but have not yet 
become disturbers. A committee of field men 
is slated to visit this town. 


The situation at 





SITUATION CLEAR AT WAUKEGAN. 

The situation at Waukegan has cleared by 
the Litchfield agency deciding to 
through the stamping secretary. 
the town in fairly good shape. 


report 
This puts 
There has 
been more or less trouble for some time re 
garding the agents reporting 
stamping secretary in Waukegan. 
+H ++ 
APPREHENSION AT EFFINGHAM 

The local agents are still fearful at Effing 
ham lest the grand jury take 
them for submitting to the Tllinois State 
Board, agreement as to rates 
and reporting through a stamping secretary 
Effingham have 
rabid and urging the grand jury to act. It is 
stated that the field men 
recently visited Effingham taken 
the hotel register and 
the grand jury. 

++ ++ 
SITUATION IN PEORIA. 

Peoria make complaint of dvi 
There is no grain of consequence: 
going into the elevators in that city. Quit 
a number of new dwellings have been erected 
and other miscellaneous buildings, but — tl 
price of labor and material are so high that | 
has militated against building quite conside: 
ably. Hence the competition for 


through the 


action against 
joining in an 


The local papers at been 


names of the who 
were fron 


may be placed befor 


Agents at 
business. 


this new 
business among agents has been very strong 
Schedule rating is going on as rapidly as pos 
sible, with drives 
usual thing. 


downward in rates as tl! 

++ ++ 

HAVE NOT SUFFICIENT INSURANCE. 
There is considerable talk among the co 
panies to the effect that several risks 
Aurora are not carrying sufficient insuran 
Some of them do not have the 80 per c 
clause. Companies are taking up the matt: 
and it is likely that the assured will be urg 
to carry a larger quota of insurance. 
++ ++ 


COMPLAIN OF A MUTUAL. 

Local agents at Greenville are making c 
siderable Retail M 
chants Mutual of Springfield in writing hai 
ware in that town, and therefore depriving ‘ 
agents of the premiums. It has b 
suggested by the local agents that relief 
granted to meet this competition. 


complaint against the 





ILLINOIS NOTES. 
R.. A. Sturgeon 
Fisher. 


A. C. Knorr has opened an agency. in | + 
Rice- building : at. Freeport. :-, 


gets the Continental «1 
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FIELD NOTES OF WISCONSIN. 


CLEOPHAS KICKS OVER AT BELOIT. 








Local Agents Adopted the New Rates But 
Later Disagreement Caused a Resigna- 
tion Situation Is Set Forth. 


The Beloit local agents, after adopting the 
new rates advised by the rater of the Wis- 
consin Field Club last Thursday, when there 
was a committee of field men present, have 
again brought confusion in their local midst 
by Charles Cleophas retiring from the agree- 
ment last Saturday. There has been a great 
deal of a strain between the local agents and 
the field men regarding Beloit rates, the 
agents claiming that the rater published rates 
that they never adopted. The field men sent 
a communication to the companies regarding 
Beloit, which was followed by a letter from 
che local agents. A committee was sent there 
and the local agents decided to adopt the 
rates. It seems that Mr. Cleophas had some 
policies written at the old rates before the 
meeting which he had not delivered. The 
other agents demanded that these be can- 
celed, which he declined to do. 

Beloit is an example of the demoralizing 
effect of a few large lines in a small town. 
There are two or three risks in Beloit that 
find their insurance premiums a large item, 
and they have skillfully played the local 
agents against each other to secure reduced 
rates. Other policyholders saw the results 
obtained, and played the same game. The 
town mutuals and Chicago Lloyds were also 
called in to add to the competition, and threats 
have been made that no insurance would be 
placed in stock companies if the rates were 
raised. ‘The result is that the agents were 
ifraid to advocate, or even consent to, an 
increase, for fear it would be used against 
them. 

A few agents are afraid that the nonunion 
companies will accept the old rates, but the 
local board ought to be able to control the sit- 
uation. As a matter of fact, it does not 
appear that there are many radical increases 
of a permanent nature. An examination of 
the schedule on a_ risk rated above $250 
shows that charges amounting to $1.20 are 
made for such deficiencies as absence of water 
barrels and buckets, unprotected elevator 
hatchways, absence of metal receptacles for 
waste, boilerhouse not cut off, absence of 
standpipe and hose, metal stack and other de- 
ficiencies, most of which could be remedied 
it small expense. As the rater explained, 
nost of the high rates were made in order to 

duce improvements. 

The Wisconsin mutuals have been active at 
Beloit, but it does not appear that they have 
ecured much business. They have been used 

ostly as a club against the stock companies. 
‘he Chicago Lloyds, it is said, have been 

ore successful, and it was stated by an 
gent that Charles Brock-Jones controls most 

i the line on the Berlin machine shop... The 
airbanks-Morse risk is the largest one in 
1 town, the insurance required amounting, 

is said, to about $750,000. The Fairbanks- 
lorse Company has been a steady hammerer 
ir lower rates, but it is always ready to make 

iprovements suggested by the underwriters. 
he same cannot be said of the other insurers, 
though heretofore there has been no rate 
cntive to encourage them. With the new 
hedules adopted many risks will be put in 
‘ter shape. 





WISCONSIN AGENCY APPOINTMENTS. 
Aptian & Munich—Charles F. Kalk, Cumber- 
ic 


American, Boston—-George A. Alexander, IJr., 
initowoc, 

American, Newark—J. E. Litel, Albany. 
\merican Central—William O. Kelm, Portage : 
‘. Toner and Hugo Weisenbach, Kaukauna. 
Concordia— ym 4 W. Brown,’ West Salem: 
A. Graves, Loyal. 








THE WESTERN UNDERWRITER. 


Delaware—Ronald L. Dingwall. Milwaukee: 
Clark Hi. and Earle M. Pease, Richland Center. 

Dubuque F. & M.-—Olef Osen, Wausau. 

Farmers & Merchants—-Raymond Allen, Chip 
pewa Falls; Walter A. Clark, Menomonie. 

Fire Assn.—Frank A. Urwan, Oconto. 

Firemens, N. J.-—-Nic Faust. Kaukauna. 

German, Ind.—Fred G. Rossman, Merrill. 

Ilamburg Bremen—-William O. Kelm, Vortage. 

Ins. Co. of North America—C. Fred Meiser, 
Kenosha. 

Liverpool & London & Globe, Eng.—Daniel F. 
Tyler, Glidden. 

London & Lancashire—William O. Kelm, Vort 
age. 

Merchants, St. Louis—John C. Ragsdale, Mil 
waukee. 

Milwaukee—-A. A. Graves, Loyal. 

Milwaukee Mechanics—A. P. Schenian and 8. FE. 
Giles, Manitowoc. 

National. Allegheny—Josenh J. Muckerheide, 
Wausau: Fred G. Rossman, Merrill. 

New York—John A. Love and Don Van Wart, 
seloit. 


Orient—Ernest Sauve, Iron River. 

alatine—Bert W. Herrmann, Waupun. 

Phenix <Assurance—-Robert II. Stokes, Hau 
Claire: Miss Minnie E. Porter, Fort Atkinson. 

Security—-l. F. Grasse, Cross Vlains: A. Hf 
Tarnutzer, Prairie du Sac: KE. 8S. Pattison. Du 
rand; J. K. Litel, Albany: G. UL. Billings, Cobb: 
bk. Brookins, Gays Mills: A. T. Hipke, New Hol 
stein. 

State—-Ilenry J. and Margaret M. Bowell, Mer 
rill. 

Traders——John Vecka, Kewaunee; Frank A. Ur 
wan. Oconto. ‘ 

Westchester J. VP. Witwens, Baraboo. 

Williamsburgh City—William G. Brown, Nee 
nal. 

++ ++ 
NO SETTLEMENT AT WAUSAU. 

No settlement has yet been made in the 
Wausau controversy wherein the local agents 
desire a lower basis rate than the rules of 
the field club desired. An attempt is being 
made on part of the local agents to get a 
compromise rate. The Wisconsin Field Club 
will send its rater to reschedule the town, 
but at present he is ill and not able to go 


a+ ++ 
NEENAH TROUBLES SETTLED. 

Locai affairs at Neenah have now been 
straightened up. Peter Christensen, who rep- 
resents the Dubuque Fire and Marine, Western 
Underwriters Association, Rochester German, 
German of Indiana and United American, has 
agreed to send his reports through the stamp- 
ing secretary, and it is not likely that there 
will be any more from that point. 

++ ++ 
CLING TO THE FLAT ADVANCE. 

The local agents at Waukesha still cling 
to the old 25 per cent advance and do not 
want the town rerated. The Wisconsin 
Field Club has from time to time desired to 
send raters to Waukesha to apply the new 
schedules. The local agents prefer, however, 
to continue the 25 per cent advance. The 
field club takes the ground that the schedule 
rates can be better defended and it desires 
the schedules applied in all places as soon as 
possible. It is likely that the local agents will 
in time allow the work to begin 

++ ++ 
JUSTICE TO AGENT WRIGHT 

In a recent issue of this paper it was stated 
that it was understood that William Wright 
of Jefferson, Wis., in some advertisements 
published in a local paper, in presenting a list 
of his companies, included some not licensed 
in Wisconsin. This is found to be incorrect, 
as Mr. Wright represents only authorized com 
panies. Tue Western UNberwrirer, there 
fore, extends its apologies to the gentleman 





WILL MEET AT CINCINNATI. 

Insurance Commissioner Folk of ‘lennes- 
see has called a meeting of the committee 
appointed at the commissioners’ convention 
to secure legislation against the use of the 
mails by unauthorized companies, to be held 
in Cincinnati on October 24. Mr: Folk is 
chairman of this committee, of which A. I. 
Vorys, superintendent of insurance for Ohio, 
is also a member. 





Our policy files are a strong advertisement to 
be used by’ assured in holding his policies, 





UNDERWRITING IN MICHIGAN 


— IIE 


CLAIM RATES ARE CUT IN DETROIT. 


Manager Whitlock of the Glens Falls States 
He Has No Knowledge that His 
Agents Are Guilty. 





The regular monthly meeting of the De 
troit club was held on Tuesday, at which 
the statement was made by one of the mem 
bers that the Glens Falls was cutting rates 
in Detroit. This member wrote to Manager 
J. H. Whitlock, at Chicago, making complaint 
of the company’s agents. Manager Whitlock 
replied that he did not know that any of his 
agents were engaged in that sort of business 
in Detroit, stating that the Glens Falls did 
not countenance anything of the kind. “The 
member stated that he could furnish Mr 
Whitlock conclusive evidence and also pro 
posed to have other members send similar 
evidence, if they could get it It is thought 
that if Mr. Whitlock can be convinced that 
any of his agents are engaged in cutting rates 
in Detroit he will bring them to time. Som« 
suggested that the evidence be furnished to 
the Michigan Inspection Bureau, as the Glens 
Falls is a subscriber to the bureau. The com 
pany is not a member of the Detroit Club 





GRANITE STATE APPOINTS SPECIAL. 


W. T. Greenwood has been appointed sy. 


cial agent for Michigan of the Granite State 
Fire Insurance Company. ‘The general ageney 
for the company will continue as heretofore, 
with the James A. Jones Agency. Mr. Green 
wood will have his headquarters with — the 
Jones agency in the Union Trust Building 
at Detroit 
++ ++ 


MICHIGAN FIRE APPOINTMENTS 


American, N. J J. Smith, Burlington; Jesse 
Wagonlander, Ottawa Lake. 

American Central—G. M. Chamberlain, Shelby 

British America—A, B. Miner, Ishpeming; L. G 
Brewer, Owosso. 

Equitable F. & M.—W. G. MeCune, Charlevoix 

Girard—H. B. La Tourrette, Fenton. 

Indemnity, N. Y.—Rouse & Sattler, Lansing 

London Assurance—MecKenzie & Cadwallader, 
Owosso, 

Lafayette, N. Y.—Van Tuyl & Van Tuyl, Bay 
City. 

Manchester—A. B. Miner, Ishpeming. 

Mercantile F. & M.—Robt. Posner, Mt. Clemens 
G. M. Chamberlain, Shelby. 

Natl, Conn.—W. G. McCune, Charlevoix; Row 
& Row, Lansing. 

Orient—Gallup & Bemis, Grand Rapids 

Prussian National—E. F. G. Smith, Adrian; 
Clarence Tinker, Fenton. 

Pennsylvania—-A. A. Bergman, Mason 

Security, Conn.—M, E. Miller, Athens; A. FE. 
Briggs, Cedar Springs: 8. E. Carl, Morrice 

Spring Garden—C. C. Tillson, Vontiac. 

Springfield—H. J. Vhillips, Fenton 

Scottish Union & National—A. BR. Miner, Ish 
peming. 

Westchester—d L, Welch, Lawrence: W ‘ 
Kellogg, Milan 

- ++ ++ 
FIRE PROTECTION AT SAGINAW. 

Business men of Saginaw are discussing th« 
necessity of better fire protection. It is gen 
erally conceded that had there been a fire. tug 
in-commission the recent fire might have been 
checked in its early stages and much of the 


property saved, including one valuable young 


industry, the Christie Buggy Works, which 
was completely destroyed The Board of 
rade has sent in a letter to the common 


council recommending the purchase of another 
large steam fire engine and the placing of a 
fire tug on the river 
a+ + 
AFTER A WILDCAT COMPANY. 

fhe examination of C. L. Corrigan, a local 
agent of Fenton, charged with writing insur 
ance for the Union Insurance Company of 
Chicago, a company unauthorized in Michi 
gan, was taken-up October-16-in justice court 
at Flint. W. C. Wakeman was the first wit 
ness and testified that he had insured a mer 
cantile stock at Linden in. the Chicago- com- 
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pany through the defendant for $500. The 
goods were destroyed by fire last August and 
witness testified that his efforts to get his in- 
surance money proved unavailing. When he 
went to Mr. Corrigan he said the latter told 
him he was not the agent of the company but 
was simply acting as collector. He testified 
further that the defendant admitted to him 
that he knew the Union not licensed 
in Michigan, but Corrigan did not un 
derstand that that fact made him lia- 
ble as a collector for the company. After the 
testimony of Commissioner Barry, who is the 
complaining witness in the case, the examina 
tion was adjourned to November tt. 


was 





WITH THE INDIANA AGENTS. 











TAKES ACTION AT VALPARAISO. 

Ihe local agents at Valparaiso refused to 
adopt the new rates for that 
the old 

A committee from 


schedule 
continuing 


city, 


insisting on rates, with 


the 25 per cent advance. 
the two field clubs visited the city, and now 


ask companies to insist on the new rates. 
Companies are so instructing their agents. : 
++ +e 


INDIANA AGENCY APPOINTMENTS. 


American, Phita.—Hubert Hf. Woodsmall, Mun 
cie. 
American, Newark—A. L. 
Ilayes, Bremen. 
Citizens, Mo..—Don ©. Brillhart, Kendallville. 
Commercial Union—John H. Schooler, Lebanon. 
Franklin Fire—S. C. Lumbard & Co., Fort 


Wayne. 


Kern, Bourbon; S. J. 


German Alliance—Clinton N. Crabill, Misha- 
waka. 

Germania Fire—-Dillon & Zeller, Rochester: 
ra C. Kinnison, Ligonier. 

Hartford Fire—James J. Anderson, Carthage: 
Adelia L. Lumbard, Fort Wayne. 

‘Firemans Fund—F. A. White, Arges: IL &. 


Fargo, Hartford City. 

Milwaukee Mechanics 
dietown; Harry Shobe, 
Riley, Middletown. 

Norwich ‘Union-—Johuson & Johnsen, 
birg; William B. Hale, Geneva; Newby 
Knightstown. 

“Ohio Farmers-—-B. F. Ditmire, Fulton. 

Providence Washington—-William Schartz, ILunt 
ington: Clarence R. Griffin, Sheridan. 

Security, New Haven—4J. J. Lash, Albion: A. F. 


Charles BR. 
Woleottville ; 


Riley. Mid 
Charles R. 


Browns 
& Swain, 


Kaufman, Summitville; Kay & Groves, Chalmers ; 
Jas. Cross, Wadesvilie: C. E. Knee, Andrews; 
J. B. Bowen, North Salem. 


Sun, Eng.—Joseph M. Herod, East Chicago. 

tt ++ 
FORGOT TO PULL THE LEVER. 

The night watchman at the garbage crema- 
tory, Ft. Wayne, Ind., discovered fire in the 
plant, ran four squares to an alarm box, broke 
the hack to 
await the coming of the fire department. After 
looking anxiously but th vain for fifteen min 


the glass in box and hastened 


utes for the steaming steeds, while the flames 
licked up his charge, he recalled that he had 
forgotten to pull the lever of the alarm box 
attet He 
n the alarm 
The walls and retorts were still standing when 
That 


INDIANA NOTES. 
H. W. Buttolph, of the Interstate Life of 
Indiana, becomes actuary of the Indiana in 
surance department 


he smashed the glass. made au 


other dash tor the box and sent 


the department arrived. was all. 


James R. Armstrong has purchased the in 
terest of Charles Van Dusen in the agency 
of McKay & Van Dusen, New Albany, Ind. 


The Indiana department has licensed the 
Sea and Lake. The German Fire of Pitts- 
burg has made application for admission to 
the State. 


Che Northwestern National is carrying on 
1 rate war at Martinsville, Ind. As was 
stated last week, it withdrew from the Rose 
agency and appointed W. C. Rhea as agent 
It advertises in the papers that it will conduct 
ts business independent of the local board or 
the “insurance trust” as the company terms 
t 





Frederic R. Thompson of Minneapolis, spe- 
cial agent for the Northern, has been appointed 
special agent of the Federal Fire of New Jer 
sey for the Northwest. 





AMONG THE CASUALTY MEN. 


STARTS ITS OHIO GENERAL AGENCY. 








Casualty Company of America Proposes to 
Organize the State Under Jurisdiction 
of Leslie H. Webb. 


The Casualty Company of America made 
application for admittance to Ohio the 
igth inst. It is understood that the $50,000 
liability deposit was put up in United States 
honds. 


on 


The state agency of the company is at 
Cleveland, where Leslie H. Webb, the state 
agent, has fitted up fine offices at 509-10-11 


of 
the Guarantee Tithe & Trust Company, with 
offices at Cleveland, Cincinnati and Colum 
bus, and has a very wide acquaintance among 
the men of wealth and large real estate hold- 


Chamber of Commerce. He is secretary 


ings in the three cities. While he will have 
active charge of organizing the State, the 
office management will be in the hands of 
Trafford B. ‘Tallmadge, formerly casualty 
manager for Fred P. Thomas & Co., state 
agents of the Maryland Casualty. He is a 


son of Frank Vallmadge of Columbus, and 
was trained in the casualty business by his 
father and the Allison brothers of Cincin- 


nati, and for some time was with the bur- 





Lestie H. WEpp. 


glary department of the U. S. Fidelity & 
Guaranty Company in Indiane. The manager 
of the claims department for Ohio is George 
G. Brown, who used to be state agent of the 
Maryland Casualty. Kline, Carr, Tolles & 
Goff, one of the most prominent firms of cor- 
poration lawyers in Cleveland, general 
of the state agency and Goulder, 
Holding & Masten will be counsel in marine 
Mr. Goulder of the latter firm 1s 
prominent in the Lake Carriers’ Association 
and the American Shipbuilding Company. 
Through these two law firms the Casualty 
Company of America gets in connection with 
a large number of manufacturing and marine 
corporations doing business in Ohio. 

he company starts business 
ovo paid up capital and $250,c00. Among its 
directors are: Robert H. McCurdy, manager 
of the Mutual Life of New York; Wm. H. 
Mclutyre, vice-president of the Equitable 
Life of New York; Marshall S. Driggs, pres- 
ident of the Williamsburg City Fire; and a 
number of presidents and other officers of 
banks and trust companies, railways and other 
large corporations. 

While the company by its charter may 
write some other lines, it will write in Ohio 
liability insurance of all kinds, steam boiler, 
health, personal accident and plate glass. 


are 
counsel 


business 


with $500,- 





PHYSICIANS DEFENSE CCMPANY. 

the 
of Fort Wayne, 
company with $50,000 
capital, which insures physicians, surgeons and 
dentists against damage suits for malprac- 
tice. The plan is the same as a liability com- 


Many inquiries have been made as to 


Physicians Defense Company 
Ind 


This is a stock 





is taken care of. The 
and New Amsterdam 
The limit in amount 
company will pay is $5,000. 
There has been some doubt expressed as to 


pany, as all litigation 
Fidelity and Casualty 
issue a similar policy. 
of damages the 


whether this company comes under the juris- 
diction of the insurance department, different 
States having taken various attitudes on the 
question, 
++ ++ 
MAY RAISE TEAMS RATES. 

The Liability Conference is holding its quar 
terly meeting in New York, with the likelihood 
that rates on teams will be advanced, espe- 
cially in of the States. Al- 
on teams been increased 
several times within the past two years, pres 
ent charges, to experience, are 
wholly inadequate, and a further advance will 
have to be made by the companies in order 
to carry the risks at even a nominal profit. 

+t ++ 
NO HOPE FOR A COMPACT. 

Managing plate glass underwriters, who hav« 
been meeting in New York, freely adit that 
little good may be expected to follow. these 
conferences the of a 
The several meetings that 
have taken place within the last ten days were 
fruitless, so far as inducing recently formed 
companies to become interested, and unless 
that result can be secured the older companies 
will not tie themselves to any agreement. 

++ ++ 
GARDNER MAKING GOOD RECORD 

W. J. Gardner, Illinois manager of the New 
Amsterdam Casualty, has 
visit to the home office 


some western 


though rates have 


according 


looking to formation 


national agreement. 


returned 
where he 


froma 
wenl ove 
the figures of his department with the com- 
pany and found that a good profit was made 


Mr. Gardner is regarded as one of the ex- 


perienced liability men of Chicago, who is 
making a good record. 
++ +t 


SPECIAL AGENT IS APPOINTED. 

The Federal Union Surety of Indiana has 
appointed O. P. Foreman of Terre Haute, 
Ind,. as special agent in Ohio, Pennsylvania, 
Illinois and Michigan. The company will en 
deavor to double gis business next year, though 
it has had phenomenal growth in the short 
period of two years in which it has been doing 


business. 





CASUALTY NOTES. 


The Casualty Company 
been admitted to Michigan 


of America has 


The Indiana department has licensed tly 
Woodmen’'s Accident of Lincoln, Neb 


The Tithe Guaranty and Trust Conan 
will enter Indiana to do a surety business 


J. B. Sackett of Battle Creek, Mich., sp: 
cial agent of the Phoenix Sick & Acciden 
Company, has been promoted to 2 managerial 
position in the Philadelphia of the 
company. 


offices 


Robert S. Brannen, manager of the Unite: 
States Fidelity and Guaranty Company ©! 
Denver, has written a surety bond for ove 
$1,000,000, covering the Retail Clerks Inte: 
national Protective Association. 


Frederick Ayer, who has been assistant mat 
ager of the casualty department in the offi 
of Fred. P. Thomas & Co., Ohio state agent 
of the Maryland Casualty, has succeeds 
Trafford B. Tallmadge as manager. 


Judge Dunne of Chicago, in the case of tl 
Fidelity & Casualty Company, against tl 
estate of Carl Binder, holds that an en 
ployers liability company has the authorit 
to inspect the. payrolls and books for tl 
purpose of showing the actual amount pai 
out on the payroll. It has been the cust 
to allow the assured to make an affidavit co" 
ering this point. 





Do you need an open policy register? We have 
a good one, 
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LIFE INSURANCE GIRGLES. 


CONSERVATIVE DROPS BOARD SCHEME 








Puts All Its Agents on a Straight Canvassing 
Basis Old Plan Used in Opening 
Territory. 

The Conservative Life of California has de- 
cided to abandon the “board” or special con- 
tract scheme for securing life insurance, and 
hereafter will place its agents on a straight 
canvassing basis. The company wrote a good 
line of business on this plan, paying 40 per 
cent commission to agents and no renewals. 
It made its board members useful in giving 
information as to risks. 

Vice-President Tupper, however, feels the 
company has reached a_ point where the 
“board” plan is not needed. Most of its busi- 
ness has been written without the system, it 
being employed only in opening territory. 





CLEVELAND MEN JUB LANT. 

Cleveland life insurance men are enthusiastic 
over the prizes the city captured in the Bal- 
timore convention. The presidency of the Na- 
tional association, the Calef loving cup and 
the banner for the largest increase in member- 
ship are not a bad lot of laurels for one city 
to win in one year.- President Ward arrived 
in Cleveland Sunday morning and was greeted 
by about twenty association men, who had 
assembled for the purpose. He and Mr. 
Devney, winner of the cup, were warmly con- 
gratulated. President Norris of the local as- 
sociation gets a large part of the credit for 
bringing the banner to Cleveland. 

ae ae 
WOODBRIDGE TO VISIT CHICAGO. 

Manager W. B. Woodbridge of the Colum 
hian National Life will reach Chicago next 
week to look after the formation of a Chi- 
cago agency. As already announced, F. W. 
Ganse, the well-known lawyer, has been ap 
pointed manager for Chicago. The idea now 
is to develop the agency. The agents will sell 
stock of the company in connection with the 
policies, holding out the inducement that good 
returns will be made on the stock that is sold. 

a+ ++ 
STARTS A MICHIGAN DEPARTMENT. 

President George B. Peak of the Central 
Life of Iowa has been in Detroit getting his 
company established in Michigan. F. M. Is 
racl has been appointed manager, with head 
quarters in 1307 Majestic Building. ‘The Cen- 
tral is making headway in its field, and is 
recognized as a growing western company. It 
proposes to enter Illinois later on. 

++ ++ 


OLD PARTNERSHIP IS DISSOLVED. 
Williams & Flickinger of Indianapolis, the 
state agents of the John Hancock Mutual, 
ave dissolved after eleven years, to take ef- 
ect January 1. Flickinger is retained. R. O. 
Lamb, vice-president, and Robert K. Eaton, 
uperintendent of agencies, have been in In- 
ianapolis a week. 
++ ++ 
MOORE SANBORN HAS RESIGNED. 
Several weeks ago this paper announced that 
ce-President Moore Sanborn of the Security 
lutual Life had resigned. This was afterward 
nied. Mr. Sanborn then had _ practically 
sed with the Security Trust & Life. Now 
Sanborn officially announces his resigna- 
on, but states he has not made a new con- 


ction. 


++ ++ 
WARD WAS A DARK HORSE. 
Che election.of H. H. Ward-of Cleveland, 
ie Okio manager of the State Mutual, to the 
zvresidency of the National. Life Underwriters 
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Association came as a surprise. Capt. F. A. 
Kendall was largely responsible in bringing 
him to the front. Mr. Ward is an active, 
tireless worker, a good talker and a believer 
in the association movement. He was for 
merly cashier for the National Life at Cleve- 
land, six years ago becoming manager of the 
State Mutual. His “Talk With Ward’ has 
made him famous. 

J. Herman Ireland, first vice-president, is 
the Baltimore manager of the Home Life. 
D. M. Baker, the second vice-president, is the 
Chicago manager of the Pacific Mutual and 
chairman of the executive comimittee of the 
Chicago Association. J. H. Quinlan of Hud- 
son Valley, N. Y., is the Northwestern 
Mutual general agent. F. B. Mason of Chi- 
cago was re-elected secretary and Eli D. 
Weeks of Liichfield, Conn., treasurer. G. A. 
Brinkerhoff of New York succeeds Col. J. A. 
Goulden on the executive committee. The 
other members re-elected being: Dr. S. L. 
Fuller, Chicago; W. G. Carroll, Philadelphia, 
Pa.; L. D. Wilkes, St. Paul, Minn.; J. W. 
Iredell, Jr., Cincinnati, O.; E. G. Ritchie, 
Indianapolis, Ind.; Frank Wooley, Wilming- 
ton, Del. ; George H. Olmstead, Cleveland, O.; 
Stephen F. Woodman, Boston, Mass.; James 
B. Day, Columbus, O.; John F. Brown, Erie, 
Pa., and J. W. A. Staudt, Canton, O. This 


committee immediately organized with W. G 
Carroll as chairman. 
++ ++ 


LIFE APPOINTMENTS. 
OHIO. 

-Ktna—Claude Miller, Cincinnati; S. W. Lenry, 
Columbus. 

tankers —E. FE. Amsden, Cleveland. 

Equitable, la.—A. B. MeFarland, Cedarville. 

Ilome—F, Schweizer and Stephen W. Richards, 
Canton; John Whale, Cleveland 

John Hancock—John Artley, Akron; J. B. Cost, 
(Juincy ; Russell D. Cooke, Marietta. 

Manhattan—Elmer FE. Crockett, Cincinnati; 
Amos Buek, Rockford; G. W. St. John, Barber 
ton; Hl. M. Hamilton, Lebanon. 

Mutual Benefit—-Charles MecGirath, ‘Sandusky ; 
James 8S. Coe, Cincinnati; Charles Rh. Lowe, Nor 
wood. 

Mutual—Wm. B. Moore and F. A. Chesebro, 
Cleveland. 

New York—Chas. W. Gans, Massillon; Wm. F. 
Garrett, Columbus; C. E. Griffey, Cleveland; C. O. 
Weisenburger, Elyria. 

Pittsburg Life & Trust—Charles Zind, Sharon 
ville. 

Provident Life & Trust—S. IF. Walton, Barnes 
ville. 

Reyal Union-——Wilber C. Frank, Canton; F. A. 
Zehring, Akron. 

Security, Binghamton—<Asa J. Linscott, Colum 
bus; James MeGinniss, Cincinnati; FE. R. Brown, 
Andover: N. McAfee, Bedford 

Security Trust & Life, Phila.—G. F. Lambeck, 
Cincinnati: John T. Blackmore, Washington. 

State, Indianapolis—Samuel Keithley, Lewis 
burg: John T. Ottke, Cleveland; Frank Root, 
Pittsfield. 

State, Mass.—William R. Hardy and Elizabeth 
If. Richards, Cleveland. 

Travelers—John H. Mizner, Cleveland; Fred IH. 
Taylor, Cincinnati. 

WISCONSIN. 

Conservative—J, Frank King, Milwaukee. 

=quitable, N. Y.——Eugene A. Kanks, Fond du 
Lac. 

Germania—Adolph P. Shenian, Silas F. Giles, 
Charles A. Brandt, Manitowoc; Frederick 8&8. 
Wheeler, Appleton. 

Mutual Benefit—Mrs. Jennie M. Morrison, Mil 
waukee ; George Robinson, James W. Scott, Janes- 
ville. 

National, U. 8S. A.—C. B. Lukoski, Milwaukee ; 
Charles A. Skinner, Nicholas Thauer, Watertown. 

New York——Robert W. Prichard. «Janesville; 
W. HT. McConnell, Wiota: G. A. Blaisdell, Mil- 
waukee; Jam@s M. Walsh, Milwaukee; Fred CC, 
Weiskopf, Sheboygan. 

Vacific Mutual—James Crimmins, Green Bay. 

Penn Mutual—M. W. Waite. Milwaukee. 

Security Life & Annuity---S. F. Champion, F. 
E. Lindblom, O. C. Wentworth, Berwyn; H. H. 
Holmes, Chicago, Ll. (for Wisconsin); E. - 
Elton, W M. Pugh, Kenosha. 

Union Central—Anton Mueller, Manitowoc; © 
¥. Tuttle, Menomonie. 


MICHIGAN. 

tua Life-—-A. K. McLeod, Detroit 

American Annuity Assn., Mich L. L. Eastman, 
Bay City: W. J.-Gracey, Bay City; W. S. Grimes, 
Detroit; C. K. Cohn, Detroit. 

INinois Life—FE. G. Rudd, Buchanan. 

John Hancock Mutual—E. B. Kinne, Colon; K. 
Ib. Keyes, Olivet. 

Mass. Mutl.—J. W. Wells, Belding: Arthur 
Heming, Muskegon. 

Muti. Ben.—Mrs. H. L. Richard, Ann Arbor; 
H. T. Eastham, Detroit; E. M. Lash. Hillsdale. 

Northwestern Natl., Minn.—B. L. Edgarton. 
Oshkosh, Wis 

New York Life—C. D. Gordon, Detroit: J. B 
Davitt, Saginaw. : 

Prudential—D. 8S. Breakenridge, Detroit 

Pittsburg Life & Trust—Dewey Coomer, Char- 
lotte;-C. A. Allen, Detroit; John Hardenberg, 
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Grand Rapids; ©. M. Smith, Jackson; Jones 
Spencer, Port Huron 
Security Trust & Life—C, A. Larned, Detroit ; 
V. Winters, Lansing: C. H. Ennis, Saginaw 
INDIANA. 

tna Life—Donham & Phillips, Terre Haute; 
W. F. Norman, Elizabethtown. 

tankers Life, lowa—-A. J. Boswell, South Bend 

Hartford Life—George RK. Bodine, Greentield 

Ilome Life——-W. D. Hilton, South Bend; Walier 
I’. Buzziard, New Albany. 

National Life, U. S.—-M. M. Hart, Frankfort : 
J. T. W. Luckey, Marion; C. 8. Parkhurst, An 
derson; C. E. Knee, Andrews. 

Northwestern Mutual—J. W. Belshaw and Ed 
gar F. Johnston, Hammond. 

Prudential—Charles W. Alvey, Cannelton; 
James B. Leiben, Fort Wayne: George W. Mitchell 
and Robin E. Rush, Evansville; Gifford II 
Thomas, Rockport. 

Security Mutual Life—H. P. Stellwagen, Michi 
gan City. 

++ ++ 
MAY HAVE NEW OFFICE BUILDING. 

The State Life of Indiana has under con 
sideration an offer to sell to it the Stevenson 
Building, the largest and finest office building 
in Indianapolis. The price named is $1,000, 
ooo. If accepted the company will be in its 
new home by the beginning of 1904. The 
company has been looking for a building for 
a year or more, and had the plans drawn for 
a costly ten-story structure and options on 
some good locations for it. But the company 
decided that it would rather buy than build 
It was mainly through the influence of this 
company that the Indiana legislature at its 
last seSsion passed a law making evidences 
of ownership of real estate available for de 
posit by home insurance companies with the 
insurance department as security. 

+e ++ 
BERKSHIRE’S CLEVELAND GENERAL AGENT. 

H. K. Hannen will take charge as general 
agent of the Berkshire Life at Cleveland or 
November 1. He is not a home office man, as 
previously announced, but comes from the 
company’s Pittsburg agency He was for 
merly cashier there, but has a fine record a 

personal writer. 

++ ++ 
RECOMMENDATIONS FROM ‘OWA 

Auditor Carroll of Iowa, in his annual re 
port, recommends that legislation be passed 
to protect the public against undesirable life 
insurance contracts. There has been little 
restriction in Iowa as to the kind of contracts 
put on the market. This has led to the plac- 
ing of questionable contracts before the public, 
which have been subject to criticism and dis 
satisfaction. 

The auditor thinks that a reinsurance law 
needs to be enacted governing the reinsurance 
of life insurance companies. At present such 
contracts can be carried on without the san 
tion of the insurance department 

The auditor also believes that examiners of 
the department should receive a salary instead 
of fees, and that a competent examiner Ix 
secured for the department. He thinks that 
valuations of old line companies should be 
made by the department, which has not been 
the case in the past. The auditor does not 
think that a separate insurance department 1s 
needed at present 

+e te 
BUSINESS OF THE MUTUAL BENEFIT 

The Mutual Benefit Life’s Pelican says 

“Applications for $346,270 more insurance 
were received in September this year than in 
the corresponding month of last year—an in 
crease of 11 per cent. Several agencies fell 
off heavily, but the large increases in others 
more than counterbalanced the losses. Last 
year September was the low month with De 
troit, New York City and Cincinnati, but this 
year they all did finely, submitting 270, 230 
and 180 per cent, respectively, of their last 
year’s business. Oklahoma doubled its busi 
ness, and is followed by San Francisco with 
an increase of 84 per cent, Milwaukee with 
an increase of 70 per cent, Raleigh with an 
increase of 65 per cent, Syracuse with an 
increase of 57 per cent, and Louisville with 
an increase of 40 per cent. The new agency 
at Helena, Mont., made a remarkable ad- 
vance. Burlington, Vt.,. also did well. The 
Dakotas sent in five times the amount 9¢- 
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cured under a 
lhe two 


single management last year. 
agencies in ‘Maine doubled the 
amount secured under single management in 
1yo2, and the three Massachusetts agencies 
increased last year’s total from the State 40 
per cent. 

‘The leading agencies 
troit, New York City. 
Chattanooga, Dallas, 


were Cincinnati, De 
Raleigh. Louisville, 
Chicago, Philadelphia, 
Syracuse and San Francisco, in the order 
named, The leading States were: New York, 
Ohio, Pennsylvania, Michigan, Massachusetts, 
North Carolina, Kentucky, California and 
Texas, which produced 55 per cent of the 
month's total of new business. 

++ ++ 

OLD TOLEDO LIFE TRUSTEES SUE. 

Six Toledo men, including the well-known 
local agents, Wright & Russell, have brought 
suits for amounts aggregating $4,c09.17 against 
Hamblin and Dr. Charles H. Mills 
of that city. The plaintiffs were trustees of 
the defunct Toledo Life Insurance Company, 
which was started in the spring of 1898 and 
reinsured in the Cleveland Life in 1899, and 
the defendants were organizers and officers of 
it. he plaintiffs claim that the defendants 
induced them to become trustees through 
fraudulent representations as to the condition 
of the company and that, as trustees, they 
were obliged to stand losses and debts to the 
asked for. 

++ ++ 
BEAL GOES TO THE PENITENTIARY. 

Andrew J. 
intendent of the Prudential at 
Ohio. was sentenced on October 9 to three 
years in the Ohio penitentiary and to pay the 


Robert FE 


amount 


Beal, formerly assistant super- 


Youngstown, 


costs of prosecution. He pleaded guiity to 
insuring a fictitious person, to insuring without 
the actual application of the tmsured and to 
forgery, and was given one year on each count. 
He forged signatures to applications, physi- 
cians’ signatures to medical examinations, 
beneficiaries’ names to proofs of death and 
checks. He had a number of his closest fitends 
insured without their knowledge, and reported 


them dead and collected the money on them. 
++ ++ 
PECULIAR CASE OF LOSING DIVIDENDS. 
the Marietta (Ohio) Daily Leader says: 


“There strange coincidence Connected 
with the man who was killed by the O. & L. K. 
train. Mr. Kuntz 
dowment policy for $2,000 and yesterday 
had it 
amounted to 


man who was 


was a 
carried a twenty-year en- 
Was 
maturity. The policy, 
would 


the date of its 
heen paid to him, 
nearly $3,000." An insurance 
in Marietta recently says he understood the 
policy was on the twenty-year accumulation 
plan and the dividends were forfeited because 
the assured died just a little too soon to get 
them. Plenty of known of men 
losing dividends by dying a few weeks before 
the end of the accumulation period, but not 
many where only a few hours have caused the 


have 


instances are 


loss 
+4 ++ 
CENTRAL LIFE’'S W SCONSIN BANQUET. 
John H. Nicholson, agent 
and general manager for the Central Life of 
gave a banquet at Janesville last week 


Wisconsin state 
lowa, 
to the Wisconsin agents of the company and 
their lwenty-eight people 
ent, including President Peak and Secretary 
Everett of Des Moines. The banquet was 
given at Mr. Nicholson’s residence, which was 
made a bower of beauty for the occasion. 

Mr. Nicholson has represented the company 
only ‘about six months, but he has already se- 
cured twenty-six agents in the State. He has 
traveled in Wisconsin for eighteen years, and 
is thoroughly familiar with the ground. He ts 
securing some hustling agents and has quite 
in organization in the Wisconsin department 
Marcus C. Fagg of Madison ts state secretary, 


WIiVes. were pres- 


\. C. Larsen ts assistant general agent, Will 
 Kisow, state sperintendent of agents, Mrs 
S. D. Palmer, state superintendent of lady 





and Dr. 
examiner. 
ville. 


agents, Walker D. Merritt, medical 


The state headquarters is at Janes- 





SELLING ADDITIONAL CAPITAL STOCK. 


Columbian National Solicitors Are Engaged in 
Disposing of the Extra Issue—Inducc- 
ments Are Held Out. 

The general agents of the Columbian Na- 
tional Life of Boston are getting solicitors to 
sell shares of the increased capital stock of 
the company. The company desires to secure 
$1,000,000 capital. 


at $150°a share. 


Its original issue was sold 
The new stock is being dis- 
posed of at $140 per share, provided the pur- 
chaser takes out a $5,000 policy. Vhe induce- 
ment is held out that he can become a stock- 
holder in the company and gets profits from 


the business. Two premiums must be 


before the stock is issued. 


paid 





TRAVELERS TEt.LS OF INVESTIIENTS. 


Company States Its Securities Have Not Been 
Affected by the Falling Market, Owing 
to Their Nature. 

Regarding publicity and financial condition 
of the Travelers, the company says: 

“Publicity of every detail of the business 
which is of interest and importance to our 
policyholders has long been the practice of 
the company. The Year-Book is meant to 
keep all our patrons in tonch with the com- 
pany, as well as informed in respect to the 
interests they have confided to our care. 
Among the important items that appear in the 
Year-Book is a schedule in detail of all the 
investments of the company in bonds, stocks, 
etc. 

“The last six months has witnessed a tre- 
endous drop in the price of many stocks and 
of some bonds, and the schedule presented in 
the last Year-Book is therefore one ‘’ par- 
ticvlar interest at the present time. A_read- 
ing of it in detail at present leads to a full 
measure of satisfaction at the conservative 
and far-sighted discrimination in the selec- 
tion of investments which has distinguished the 
company. 

“Almost entirely freed from real 
which experience of the insurance 
has proved most burdensome, 
clers’ investments is composed -in great part 
of government, state, municipal and underly- 
ing mortgage bonds of the strongest and best- 
managed railroads and traction com panies, 
and a tew bonds of high-class public service 
corporations. Stocks are but few in number 
and are entirely a of the best 
hank stocks, and a small list of those stand- 
ard high-class lend stocks, many of them 
guaranteed, which are considered among the 


estate, 
companies 
the list of Trav- 


best investments the country affords. 
“Add. to these investinents first mortgages 
on the’ most desirable real estate at the most 


valuations ; 
loans to policyholders, 


conservative a large amount on 


secured by the com- 
vpany'’s policies, the best security a company 
can possibly possess, and cash in the bank 


and office 
“Not acsingle speculative stock 
any kind figures in the 
industrial and not a siugle proverty which 
lends itself to manipulation. Policyholders 
will find abundant satisfaction in the charac- 
ter and scove of these securities, which pro- 
tect the safety and value of their insurance. 
Ytails as to all the investments, the name 


bond of 
wholeglist, not an 


of companies, city and state governments, rail- . 


road companies, banks, and the amount in- 
vested in and the security of cach. will be 
found in the Year-Book. ‘The list looms up 


like an impenetrable fortress, whose strength 
and character grows in power the more thor- 
oughly it is examined. In choice, in security, 
they are not excelled, and are but rarely 
equaled by the holdings of any other insurance 
company. A proportion of $5,334,000 surplus 
and all other obligations in 


ever reserves 
$37.000,000 speaks for itself 





The Cleveland branch office of the Trav- 
elers has passed the million dollar mark in 
new business written this year. 





LIFE NOTES. 
The Security Trust and Life of Philadel 
phia has made application for admission to 
Indiana. 


The position of cashier for the Pacifie Mu 
tual Life at Cleveland has been accepted by 
Samuel Russell. 

Capt. F. A. Kendall, 
Penn Mutual at 
his office after a 
months. 


general agent of the 
Cleveland, has returned to 
vacation of about four 


The American College of Insurance of 
Cleveland now has students in thirty-four 
States and four foreign countries, all engaged 
in the life insurance business. 


The quarterly bulletin of the Fidelity Mu- 
tual Life shows that that company is keeping 
up the increased pace with which it inaugu- 
rated the first quarter of this year. 


Samuel E. Morse, ex-consul general at 
Paris, and owner of the Indianapolis Sentinel. 
was killed by a fall from the third story of 
the Sentinel Building Wednesday. He had 
about $100,000 life insurance: Mutual Life, 
$50,c00; John Hancock, $25,0c0; State Life, 
$10,000. 


H. H. Wychoff, representing himself to be 
a special agent of the Court of Honor, with 
power to insure persons who have passed the 
age limit fixed by the order, is charged with 
having obtained money under false pretenses 

Jackson, Mich. He is alleged to have col- 
lected a first payment from a man two years 
over age, when he had no authority to insure 
him. Within a few months the city has been 
visited by other alleged, specials with extra 
ordinary powers. 





MORRELL AND HIS PLAN. 

Manager F. L. Morrell of the Manhattan 
Life of Chicago, in speaking of his experience 
in soliciting, asserted that he never gives a 
man an opportunity to say “no.” His method 
is to begin soliciting, and if he finds a man is 
not in a receptive mood he will not reach the 
point where he asks him directly to take out 
insurance, and if he finds the man himself is 
endeavoring to each that point he switches 


upon some other stibject or leaves. He prob- 
ably meets the man several times after that 
and does not talk life insurance. If he ap- 


proaches the subject again and still finds that 
his prospect is seeking excuses to put him off 
or intends to say that he is carrying enough 
insurance, Mr. Morrell will not allow him 
to reach the point of absolutely saying tha: 
he does not want life insurance. The way is 
thus left open for him to return probably 
some later. He recited an instance of 
had just closed cf a man that 
four years ago. If he had 
him during the carher iter 
would have never gotten the 
He merely let the subject lay open, and finally 
approached him at a time when he felt si 
he would take a policy. 


years 
a case that 
he approached 
tried to 
views, he 


close 


Case 








WE HAVE .T—-YOU WANT IT. 


li you do a Life J/usurance 
We refer to ‘Nash's Combined Applica- 
tion Register ahd Account Book.” A rec 
ord of every application, complete in de- 
tail, should be kept m this book. Shows 
all cash transactions and ledger account 
with company, complete record of all 
notes taken, is a valuable reference for 
information cotcerning the application or 
settlement and prevents errors and mis- 
understandings: arising with the company. 
All that a Life Insurance Agent needs 
in the way of. bookkeeping is combined 
in this book. A glance at the pages show- 
ing the recapitulation, tells you at once 
the total business written, .total declined, 
total premiums, etc., etc., for any month 
or entire year, without adding, subtract- 
ing. figuring, or delay. Yet it is simple 
and indorsed by company managers 
Price. $1.00 and 10 cents for postage 
THe Western UNberwriter Co., 
104. LaSalle St., 
Chicago. 


Busiiess. 





Johnston Bidg 
Cincinnati. 
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TOPICS FOR LIFE INSURANCE FIELD WORKERS. 


‘xe se ‘ce Educational and Semi-Technical Features Discussed. < ‘<« ‘e 





ANY a 


person is curious to know 
what the average: life insurance 
agent writes in a ye?r. With a 


view to attempting to answer ‘this question 
the accompanying table was prepared. It is 
only approximately correct. It is impossible 
to say a company in 
The numbers used in 
this table are the numbers licensed at the first 
cf June, 1903. 
secure 


how many agents 


Ohio at any one time. 


has 


As companies are required to 
for all their agents at 
\pril 1 they may be supposed to cut out those 
that they consider dead timber, and the lists 
at that time are likely to be a litthe below 
the average of the number usually employed. 
The number on June 1 


new licenses 


is about near an 
average as can be had, although in the case 
of a few of the smaller companies that are 
appointing agents quite rapidly these figures 
are likely to be a little too large. The amount 
of business written by each company is taken 
from the Chio report and expressed in even 
thousands of dollars 


as 


“e 
It will be seen from the totals that about 
2.200 agents wrote $69,000,000 in Ohiw last 
year, an average of a little over $31,000 to 


the agent. It will be noticed that there is not 
the slightest uniformity among companies in 
the amount of business per agent written. 
The Provident Savings men had the highest 
average. A few-large writers did the bulk of 
the business, and there were not enough poor 
producers to “bring their average down. The 
agents of the Equitable of New York stand 
next. The Equitable is not a “country” com 
pany in Ohio to any great extent. For 
large a company it has comparatively few 
agents and they are far the average 
as producers. Aside from those in the four 
large city offices, a considerable number are 
lecated in the smaller cities, while but few, 
are to be found in the villages. The John 
Hancock has one of the best agency plants 
in the State. It has been established for a 
number of has comparatively few 
changes or additions and but little dead wood. 
While it contains a few men who write $200,- 
600 or $300,000 a year, it is one of the best 
examples of what average production in the 
State is where that average is not brought 
down by a lot of agents who do business only 
occasionally. The Connecticut Mutual fur- 
nished another similar example. This com- 
pany’s contracts are considered hard to sell; 
it has very few large writers in Ohio and 
enough non-producers to bring down the aver- 
age; nevertheless, the majority of its agents, 
by steady work, show a much better average 
production than all the companies in the ag- 
gregate. 


sYO 


above 


years, 


“e 

The New York Life has a very large plant 
and altogether a very excellent one. The non- 
producers are continually trimmed out by this 
company. While the number of agents 
licensed a year in Ohio runs up to four hun- 
dred or thereabouts, the average number with 
the company at any one time is probably not 
more than about 250. If the large writers and 
their work were taken from the totals it 
would probably show an average production 
for the remaining agents of $20,000, or pos- 
ibly $30,000, to the man. While the Mutual 
has a still larger plant, last year was the first 
inder the new order of things, and there.were 
ioo many new country agents. to permit a 
zood average. The Mutual Benefit also has 
quite a large plant, but, like the Mutual’s, it 
is being added to quite rapidly, and a consid- 
erable number of the agents are in small places 
where a large business is not expected from 
them. 

The high_average of the Massachusetts. Mu- 





tual and Pacific Mutual last year was due to | BUILDING FOR THE FUTURE — 


the work of three or four men, who wrote half 
the business the two companies out 
Ohio. Two or three men in the Cleveland 
office brought up the Canadas average, and 
several specials did much the same for the 
Washington. The number of agents assigned 
to the Provident Life & Trust too high 
to be a fair average for last year, as the Cin- 
cinnati office made a number of appointments 
late in the fall and last spring. The Security 


got ot 


Is 


Trust & Life had probably fewer than ten 
agents of its own in the State most of last 
year. 


If there were any way of finding out what 
part of the $69,000,000 written 
by agents of the 


written 
hundred-thousand-dollar 
class or better and those who work steadily 
at the business, writing from $60,000 to $100,- 
coo a year, the remaining 


Was 


agents would prob- 





ably show an average of $10,000 a year and 
maybe less than that 
The table is as follows: 
No. of 
thousand Avg 
No. of dollars per 
Company agents issued igent 
Mtna iv 
Berkshire 32 
Canada aioe 41 
Conn, General a1 
Conn, Mut a 45 
Equitable, N. Y.. ‘7 
Equitable. la. Is 
Fidelity Mut 1 
Federal. 209 
Franklin iu 
Germanin 14 
Hartford lz 
liome TC ‘ le 
John Hancock .. no 
Manhattan 21 
Mass. Mut. i 
Mut. Benetit 17 
Matent, HN. ¥....0% 30 
Mich. Mut. . 23 
National, Vt 20 
New Eng. Mut 29 
New York 14 
Northwesiern 23 
Pacific Mut. 45 
wet Bie. . wes ST 
Phanix Mutua! 26 
Prov. Savings SS 
Prov. L. & T.. 20 
Royal Union 12 
Security Mut. 37 
Security T. & LL. 16 
Siate, t0 ..-- 13 
State Mutual $2 
THAPOOCER  cicccccs 16 
Union Mut. i4 
United States 38 
Washington 1) 
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WANT A PURE ENDOWMENT 
One of the life companies of Chicago has 
had a proposition made to it to issue a pure 
to the 
The capital stock of the concern, for 


endowment contract stockholders of a 
concern. 
instance, may be said to be $100,000. lhe pro 
moter takes $51,000 of the stock and sells $49,- 
coo to the public. Persons he in- 
terest may lack confidence in the ability of the 
promoter to make his scheme profitable 
to assure stockholders against 
takes out a pure endowment for $100 on each 
share, to be paid the shareholder at the end 
of twenty-five years, thus him the 
amount paid in in stock. The premium is paid 
out of the cash that is given for the share of 
stock. The concern thus single net 
premium for the pure if 
the stockholder dies twenty-five 
years he forfeits all rights to this endow 
ment. The company figures that it can 
furnish this endowment for about $30 or less, 
as it will no doubt not have to pay all the en- 
dowments, some of the 
die. 


desires to 


In 


order loss, he 


giving 


pays a 
endowment, and 


within the 


as shareholders will 


et Ss 


“Dollars paid for Life Insurance buy a pre- 
cise. and non-fluctuating value—fixed, not 
migratory worth.” 


& 











AN ESSAY BY JOS. J. DEVNRY. 


Joseph J. Devney of Cleveland, the presi 
dent of the American College of Insurance: 
won the first prize essay from the National 


Association of Life Underwriters, on “Build 
ing for the Future.” It is as follows: 

“The truth of saying that ‘every man is the 
architect of his own fortune’ becomes mori 
apparent the more we study the lives of men; 
indeed, we find that he is not only the archi 
tect, but the actual builder as well. As a good 
architect first carefully plans his undertakings 
and then that skilled workmen properly 
execute them, so also a man who would build 
a desirable career should first carefully map it 
out and then qualify himself to build it as Ie 
has planned, 

“He who the profession of selling 
life insurance for his life work should possess 
the rare qualities of an instructor, in order to 
demonstrate the great beneficent results of lift 
insurance, and also power to persuade men to 
take advantage of it. He should decide what 
position he will attain, setting his mark well 
in advance, so that it may be ever as a beacon 
hight, guiding him onward, and then lay hi 
plans to reach it. In doing so he must not 
expect to attain the top at once, but rather by 
sure, successive stages. His whole aim should 
be to get the good-will and confidence of his 
community and to secure a large 
regular patrons, whom he will not only be 
able to write again and again, but who will 
exert their influence over others to ure wit] 
him 


sees 


selects 


number of 


‘Bal 
“ 
“In building a foundation 
should get his personal equipment 
and environments as they should be, arrang 
ing them all with the idea of permanency 
Every act has a bearing on the future, and he 
should so build each day that nothing will hay 


hao 


he 


implements 


SHICEESS 


to be torn away, but ail that he does will b 
such as to be amply able to bear that whieh 
1s placed above it He should select a territory 


in which he will be satistied to live and work, 
taking into consideration business and climatic 
conditions and other personal 
that his progress will not bi 
convenience or discontent 

“He should connect himself with a company 
in which he has complete confidence, and de 
termine to continue in its employ just 
as it is advantageous to do so. If he does 
make a change, it Should he done only after he 
has carefully considered what he is relin 
quishing, as well as what he is to acquire Hy 
should make a contract on a commission basis 
with a long term of renewals, so that the regu 
larity of his income will increase, and also that 
he may keep in close touch with his patron 
Having insured a person once, it will be easier 
to do so again if the insured be satisfied with 
his previous purchases 

“ez 


“He should familiarize himself thoroughly) 
with the principles upon which the science of 
life insurance is based, the 
policies which his company issues, 
its methods of doing business; 


preterences, 
hampered by in 


long 


forms of 
and also 
next by taking 


various 


up the study of other companies, beginning 
first by acquainting himself with those most 
active in his field. He should carefully pre 


pare himself in the art of selling life insurance 
by studying some very excellent works which 
have been published on the subject, by observ 
ing the methods of other 


successful solicitor 


and by studying human nature, noting what 
will influence, what will please and what will 
offend 

“He should take a sufficiently active and 


proper interest in the business and social af 
fairs of his community to become identified 
with its influential citizens and be recognized 
as one of them. The prestige of his position 


will not only assist him in his work, but he 
will be better able to do business with the 
class of men who can take large policies 


Since concentrated efforts are most potent, he 


should devote his entire time:to his chosen 
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profession, and work hard, not only doing 
those things which he is required to do, but 
supererogating. His work should be system- 
atic, steady and regular, regardless of whether 
results are large or small for certain periods 

“In canvassing he should always remember 
that the most important point is to create a 
desire’ If that is properly done the many ob- 
jections which are usually brought up by 
prospects will fade away, but if the desire is 
not created they will make ‘mountains out of 
mole hills” ‘the desire should be strong 
that it will endure until the policy matures. 
He should be temperate in all things and save 
a sufficient amount of his income to insure 
his comfort and that of those depending upon 
him during disastrous and unproductive pe- 
riods. 

“Sincerity and truth should be emblazoned 
upon his banner and enter into all that he 
does, whether in business or otherwise. His 
dealings with his fellowmen and his company 


So) 


should be such as to inspire them with con- 
fidence in him. He should always consider 
their interests—-which are really his own—ad 


vising in each case the policy which is best for 
the applicant, according to his condition, never 
attempting to have his company assume risks 
which are not up to the standard, and obey 
ing all instructions promptly. He should not 
overestimate dividends, but rather underesti- 
mate them, that the actual results will 
greatly please the policyholders. He should 
get one hundred cents on the dollar for every 
policy he sells and never be guilty of twisting, 
except in rare cases, where it is clearly evident 
that changing would be beneficial to the policy- 
holder. 

“He should talk up his company and not run 
down others, and thus keep the respect of his 
competitors and elevate the tone of his pro 
fession, ever remembering that” professional 
ethics should be scrupulously observed. By 
pursuing these methods of honesty and indus 
try, systematically and persistently. always re 
membering the object for which he is work 
ing and making each act such that it will be 
a step toward accomplishing it, he will not 
fail to establish a permanent business and reap 
the rewards which he deserves 


Se #8 


ONE OF THE BEST METHODS 
TO EDUCATE GOOD AGENTS 


Some life insurance managers find that the 


So 


hest way to get good producers is to educate 
Loys and young men in office work until they 
are old enough and have sufficient knowledge 
There several cases 
men have an 


to begin soliciting. are 


taken into 


learning all the 


where young been 
and grown up with it, 
details, being employed to make out estimates, 
sample policies, make collections, and, in fact, 
all the detail that goes with a life insurance 
cfhee. They come in personal contact with 
the agents and manager, learning more or less 
of the ups and downs of the agent, the prob- 
lems he has to meet and the difficulties that 
he has to overcome. If the young men possess 
«bility and ambition, they are pretty sure to 
acquire a valuable fund of information. In 
they may be promoted to be cashier or 
hold some other important position in the 
office. They are then probably in a position 
to try their hand on soliciting insurance, and 
in nine cases out of ten such young men will 
inake a success and will be better prepared and 
adapted to the work than men who are brought 
in from other professions to learn the life in- 
urance business. Such young men have been 
‘aught the business from the ground floor up, 
are thoroughly acquainted with the business of 
‘he company and are much better equipped to 
enter the work than men elder in years, who 
ire Lrought in from other vocations. 


A CAPABLE MAN 


Can obtain some excellent outside territory in 
Illinois or Wisconsin for 


THE PROVIDENT SAVINGS LIFE of New York 
E, W. SCOTT, President. 


H. E. MARSHALL, Supt. Northwestern Dept , 
1301-6 Monadnock Bldg., Chicago. 


office 


time 








THE WESTERN UNDERWRITER. 


COMMENT ON THE NEW YORK 
LIFE’S SALARIED AGENCY PLAN. 


The fact that the New York Life has taken 
up its last general agent on a commission 
basis calls attention to the agency policy of 
that company as very lucidly outlined in Vice- 
President Geo. W. Perkins’ address before the 
$200,000 club. He 

“In an agency sense fifteen years ago the 
New York Life Insurance Company was prac- 
tically composed of thirty-eight companies ; 
that is to say, the territory of this country 
and other countries was divided into a num- 
ber of general agencies. Only thirty or forty 
men did business with the home office in New 
York. To these men the territory of the 
world was farmed out. The company itself 
did not know who the canvassing agents were. 
For example: One contract with two brothers 
recited that the territory in which these two 
men had the right to operate was everything 
west of the Mississippi river, except the State 
of California. Another recited that the terri- 
tory of three men comprised the States of 
Pennsylvania, Ohio and Illinois. Another em- 
braced all Russia; yet another all of South 
America, and so on. ‘These several general 
agents were all-powerful in their respective 
fields. If they did not like the contracts they 
had with the company they could shut off 
business until the company came to their 
terms. Thus, you will see, the company was 
largely at the mercy of the general agents. 
When the general agent stopped business the 
company had very little, if any, knowledge 
as to who were the soliciting agents in his 
territory. The result was the cessation of 
business in that agency until a new general 
agent could be put in and the territory reor- 





said 


ganized. This sort of thing had been going 
on for a quarter of a century—one man up- 
building a territory and then letting it run 


down; another man coming in and then going 
out. Under this system the business always 
had its ups and downs according to the moods 
of the general agents and their relations with 
the home office. If a certain territory was 
without a general agent then it was not pro- 
ducing much of any business. 
se 


“After forty years of experience the New 
York Life came to believe that some radical 
change in this way of procuring business must 
take place if a permanent business in sufficient 
volume was to be secured at anything like 


a proper cost. Gradually the management 
hegan to take up these general agency con- 
tracts: to take back for itself the territory 


farmed out. and during the past fifteen years 
this old general agency system has been en- 
tirely done away with. To-day the policy- 
holders of the New York Life Insurance Com- 
pany own every foot of territorial rights in 
the world. There is not a man who can pre- 
vent the policyholders of the company, 
through their officers in New York, from 
planting an agency here, there, anywhere, at 
ony moment occasion requires it, or from mak- 
ing. from time to time, such changes in the 
methods of doing business as are necessary 
to keep abreast of the times. In place of it 
being a favor to the company for some man 
to take a large piece of territory and work it, 
it has come to be a privilege for a man to ob- 
tain even a small piece of territory from the 


New York Life, in order that he may work it. 
“At all the principal centers the company 
itself is now represented by itself with its own 
office. Through this office it engages its own 
agents to solicit the public with its policies. 
“It has heen a_ desperately hard fight to 
change the old system to the newer svstem. 
It has taken years of time, hundreds of men, 
and tremendous courage. It was an innova- 
tion: it was progress; when we began it was 


considered anything but a conserve alive move 
it was called ‘scatterization’ in place of organ 
ization; it was decried by almost everybody in 
the business. But it has succeeded—succeeded 


even beyond the fondest hopes of those who 
started it and carried it through. lo-day 
the policyholders of the New York Life own 


their own plant around the world; own their 
own organization in every respect at every 
point. It consists of hundreds of medium- 
sized offices and thousands of splendidly 


equipped men in all the principal centers, di 
lawyers 


rected by men who are retained, as 








October 22, 


1903. 


would be, at a reasonable retainer to plead the 
cause of Nylic in their respective communi- 
ties. If their pleading is succéssful, they are 
compensated according to the measure of suc- 
cess they meet with, and their success is meas- 
ured not only by the volume of business they 
secure, but by the expense at which they se- 
cure it. The pecuniary incentive of each one 
of these men is to constantly increase hi: 
business and decrease the expense at which he 
secures that business. 

“It is said that the most difficult ups and 
downs of life are keeping expenses down and 
appearances up. Every life insurance manager 
knows that the most difficult problem of the 
past has been to keep business up and ex- 
penses down, but we have overcome that dif- 
ficulty. Steadily, steadily, month by month, 
year by year, we have overturned the old ex- 
pensive, uncertain general agency svstem and 
supplanted it by what we call out branch of 
fice svstem. and steadily hut surelv we have 
increased our business and fought down the 
expense ratio. until this year we are realizing 
our long-cherished hope and wish of substan 
tially increasing our vear’s business and at the 
same time substantially reducing our expense 
ratio.” 


SF £ 
AGENCY DIRECTOR ADVISES 
GOING HOT AFTER SIGNATURES. 


J. A. Tomlinson, agency director of the New 
York Life at Chicago, gives the following ad 
vice: 

“Selling life insurance is no child's play 
But if you persistently keep after enough of 
the right kind of people, you cannot help get 
ting your share of the business. Don’t talk 
msurance generalities too much. After you 
have canvassed a man right from the policy 
then get out the application. Begin to ask 
questions and write down the answers. Go 
for signatures. You may fail to land many 
applications if you don’t give the man a chance 
to sign. He seldom comes right out and says 
‘Yes, I'll take it:’ but if you tactfully, adroitly, 
hegin to ask him whether any company has 
declined him, writing down his answer, and 
so on, until all the questions are replied to; 
then hand him the pen and say in a matter-of- 
fact way, ‘sign right here on this line, please, 
first name in full and middle initial,’ many, 
many times, when you least expect it, you will 
get the.man’s signature on the dotted line. 
But be sure you speak in a tone of confidence 
when you hand him the pen; that’s an impor 
tant point; say it as if you really expected him 
to sign. You will be surprised at the fre 
quency with which you can force down a sig 
nature out of the thin air. Try this method 
faithfully for one month, and I'll guarantee 
that you will always follow it. Everybody 
nowadays believes in insurance, wants insur 
ance, and will buy insurance if the salesman 
does his work faithfully and properly. Try 
taking the signatures for granted as above out- 
lined for a single month faithfully and ju 
diciously, and you will never do it any other 


es RF 


way. 
Are you a gambler? Unless your life is 
insured you are, and you are staking your 
children’s bread and butter against an annual 
premium. 











LIFE INSURANCE REGISTER 


We are now putting out the most mod- 
ern and satisfactory life insurance regis 
ter on the market. It will pay agents to 
investigate it. One hundred pages; $3.50. 
Send for sample pages. 

THE WESTERN UNDERWRITER Co., 

Cincinnati, Chicago. 














NIAGARA FALLS. 


When you go East, do not fail to go | 
by way of the Michigan Central, “The j 
Niagara Falls Route,” and include in your 
way the Detroit River and Niagara Falls. | 
They are two sights to be matched no- 
where else, and long to be remembered 
Drop a postal card to Jos. S. Hall, D. P. 
A., Detroit, for a descriptive folder. 
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COMMENT ON THE RECENT 
LIFE UNDERWRITERS’ CONVENTION. 











here are several interesting characters in 
the National Association of Life Underwriters. 
They have been so long connected with the 
organization that they seem to be part and 
parcel of the movement. Among them, none 
is more interesting than Eli D. Weeks, com- 
monly known as “Uncle Eli.” He is a typical 
Connecticut Yankee, tall, slightly stooped, and 
Unlike 


association 


getting along in years. some of the 
other the movement, 
not much given to making speeches, but when 
he does get up, however, talking to the point. 
Of all the men 
during the past five years in association affairs 
none would be more missed than “Unele Eli.” 


Hle is a successful agent, a shrewd manager, 


leaders in 


who have been prominent 


in fact, a representative citizen of the Nutmeg 
State. 


Then there is Tolman of Pittsfield, Mass., 
life insurance agent and legislator. An ener- 
yetic speaker, and when we use the word 
cnergetic, We mean energetic all over. He 
talks with his hands and his body generally, 
as well as his voice. When he gets on his 


leet, everybody listens, as both what he says 
and how he says it ts interesting. It is in 
teresting to watch him in conversation make 
a funny speech, turn his head to one side and 
laugh all over without making a single sound 
We do not that 
4a figure in inanagement 


know he cuts a great deal of 
the of the National 
issociation, but his apt way Of making home 
thrusts upon partially tabooed subjects serves 
it good purpose 


Someone said at the convention that W. D. 
Wyman was the best president the National 
association ever had, and we guess that is so. 
Clear-headed, suave and able to carry his 
point usually without any friction. Possessed 
of a striking personality and fine presence, he 
certainly did well for the National association 


as its presiding officer. His opinion is sought 
upon all important questions — pertaiming 


addition to all this, 
he is broad-minded and able to see not only 
both of the question, but to recognize 
the strength of the position of the other side. 


to association work. In 


sides 


+ 


Joseph Ashbrook, though in a measure re- 
ired from active participation in association 
work, is still a name to conjure with. As 
t manager of men he has few equals, thor- 
ughly understanding how to move the pawns 
ipon the chessboard in such a manner as to 
prevent a checkmate, while at all times pur- 
uing a wisely aggressive policy. Probably no 
ther one man who has been conyected with 
he association movement has exerted as wide 
nfluence upon it or so molded and shaped its 
levelopment as the manager of the Provident 
Life and Trust Company. He was present 
luring the latter part of the convention and 
vas at all times the of a group of 
ie strong of the organization. 


center 
leaders 
\mong the speakers at the banquet, Hon. 
Villiam KE. Andrews of Washington, D. C., 
\ capital speaker for 
ic purpose of not only presenting facts clearly 
nd attractively, but also of getting into touch 
ith his audience. His subject was the im- 
rtance of life insurance agents to society, 
d he proved his case very clearly and demon- 
rated that the life insurance agent is the 
ost important single factor in the develop- 
ent of modern life insurance. Not only this, 
it that he is one of the most important fac- 

in the business world, making at all 
ines for sound building upon solid founda- 
n His tribute to Maryland in the hegin 


as especially effective 











ning of his address was very happy and at 
once put him in close sympathy with all pres 
ent. He marshaled his statistical facts in a 
telling way. The facts were not new, but 
they were presented in such a manner as to 
attract attention. 


Some day the National association will prob 
ably determine whether it is wise or not to 
pay its president sufficient salary to recompense 
him for his expenses and leave him a little 
for pin money. It is not ready to do this as 
yet, and so keeps postponing consideration of 
the question. They talk about it, before they 
elect a president, but the financial burden does 
not appear to discourage anyone who is other 
wise willing to hold office. ‘There is an abun 
dance of work in the position, but labor has 
its rewards, and probably swinging around the 
life insurance circle is 


ne exeeption, 


* 


The association does not believe in excessive 


labor. It does believe in cultivating friendly 
relations and pays a good deal of attention 
to this phase of its purpose. The programs 


look quite imposing on paper and are fairly 
attractive in execution 


That no more is ac 
complished in the line of actual results upon 
which you can put your finger is quite 
largely due to the voluntary character of the 
organization. The association cannot really 
legislate; it can only exhort, and exhortation 
is not alwavs taken seriously 

The one strenuous part of National associa 
tion affairs is the selection of officers. Every 


one gets busy then, and for a while preceding 
the meeting of the nominating committee there 
is a general air Of expectancy. The 
not, rule, the preference 
of its individual members, except when such 
preference also voices the sentiments of the 
delegation. So far as the delegates are con 
cerned, the majority the member 
of the nominating committee simply endeavors 
the 


committee 


does as a express 


rules, and 


as tar as possible to carry out wishes of 


his fellow delegates 
the paper of Louis N. Geldert received very 
favorable comment because of the unique and 
attractive way he presented the of 
life msurance growth. He did not the 
old stereotyped method of preparing tables 
but gathered his figures together as a sort of 
nucleus for comment and illustration of de- 
velopment. ‘Take it all in all, his paper was 
the most attractive of anything on the regular 
programme. It was delivered in a simple, con- 
versational tone, and was more of 
from notes than a reading 
though he had it all written out 
ance press was very creditably 


Mr. Geldert. 


statistics 
follow 


an address 
Sel 
| he 


represented by 


ora paper, 


inmsur- 


+ * 


Chere were prizes and prizes, and essays and 


essays. It took most of two sessions to get 
ihrough with the essay and prize business, 
and even then not all of the essays were read 


Of course, the most interesting centered around 
the Calef loving cup and the Williams \ 
competition. These have been the longest es- 
tablished, and attract the most attention from 


ase 


the local agents’ associations. ‘(he many prizes 
brought out some pretty good essays, and the 
speeches of presentation and acceptance were 
all good. Just where this prize business will 
stop, is a question, but there was quite a sen- 
timent that there are enough without any ad- 
ditions to the present list 


‘The contest for the presidency was sharp 
and the result quite different from what was 
expected wher the convention opened. It 
looked at first as though there would be prac 





tically no contest, but just before the nominat 
ing committee met, there was a good deal of 
activity. The combination which resulted in 
the defeat of Mr. Scovel, after it 
though he would win without any 
struggle, was formed at the 
ment. Hl. H. Ward of Cleveland, 
had not been talked of 
convention unless by a few 
Certainly there had been pre-convention 
talk which would lead anyone to believe that 
he would be selected. 


seemed as 
particular 

last 
who 


almost mo 
was 
the 


friends 


clected, before 


of his 


ho 


There was contest for the 


no next conven 
tion. Indianapolis extended an invitation, and 
it was accepted without any question. Thx 
convention got tangled up a little over the 
parliamentary phases of the matter, but thi: 
did not affect the main question, which wa 
the willingness to be entertained in Indianap 
olis. The convention will be held some tim 


in October, the exact day to ln 
the 


determined 


hy executive committee, in’ consultation 
with the Indiana association. It is probabk 
that a trip will be arranged to the,St. Loui 
Exposition at the close of the convention, so 
that the delegates can kill two birds with one 
stone 
' 
The Baltimorians did well in the matter of 


entertaining the convention of insurance com 


missioners Chey did equally well when it 
came to the life underwrite Kverything wa 
carried out in a hospitable manner, the ce 
tails of the local entértainment being as nearly 


ideal in their carrying out as possible. Thx 
banquet room was far more beautifully de 
orated than it was for the insurance commi 
sioners, and the peechmaking was an im 
provement over that of two week ABO 1 hie 
imsurance press was largely represented, end 
though there was no spokesman for. it upon 
the banquet program, the “boys” received full 
credit for the valuable work they do in behali 
of the lite agents’ movement 

the fourteenth annual convention of the 
National Association of Life Underwriters 


demonstrated very clearly that the association 
movement foothold in the 
affections of insurance solicitors of 
the 


has secured a firm 
the life 
Chere was a few 


COUNLTS time a 


thre 


year 


ago When it seemed as though 
had entered 
has ralhed 


foundation 


movemen 


upon a period of decadence 1 
thi 
than at 


<< s&s 


trom and has now a stronget 


time in its history 
s 


A DONATION WORTH 


any 


WHILE 


“Against my wishes,” said a suburbanit« 


“T attended the other evening a church festi 


val in honor of our pastor’s fifty-third birth 
day. The reason why [ didn’t care to be pre 
ent was that I had contributed $5 toward «a 


gift for the good gentleman, and [| had a pre 
monition that this, like all such gifts, would Ix 


futile—an armchair, a melodeon, or something 
of that kind. But | was very pleasantly sur 
prised in the gift’s nature lhe minister said 
it was the nicest present he could have got, 
and his wife said the same. [| am sure, too, 


that they both were sincere. [t was a paid 
up life insurance policy that we gave our pas 
t6ér—not a policy for a large amount, but a 
pretty generous one, considering. He and hi 
wife now have the comforting knowledge that 
on his death there will be something in cash 
for the family. Everybody at the festival said 
life insurance policies made the best present 
for ministers they had ever heard of. | agre« 
fully with that view.’’—Philadelphia Record 








THE REASON THAT 


Security Mutual Life has shown the 
largest increase in business, is because of 
the liberal contract it is making agents 
Direct contracts—perpetual renewals 
For agencies in Ohio, Kentucky, 
nessee and West Virginia apply to 
Wma. Boswett, 

Agency Director, Cincinnati 


ren 
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GOSSIP ON LIFE INSURANCE 








Considerable has been written and said re 
varding the attack of the Life Insurance Inde- 
pendent on the Conservative Life of Los An- 
geles and Vice-President Tupper of the com- 
pany. Mr. Tupper has come into prominent 
notice by his aggressiveness and the publicity 
that has been given his operations. While no 
doubt the Conservative Life has made mis- 
takes, as have all companies, and has its vul- 
nerable points, which competitors use against 
it, yet it is the general opinion that Mr. Tup- 
per has accomplished, something that no other 
life insurance official has in building up a com- 
pany in so short a time. 

There may have been some errors made in 
taking over the Southwestern Mutual Life of 
Marshalltown. However, it was legalized and 
approved by the insurance departments and 
the officers of the Conservative claim that the 
taken over has been favorable and 
profitable. It seems a mistake even in case of 
companies that have taken over assessment 
Lusiness to begin an insidious attack on their 
movements when they are endeavoring to 
build up on right lines. The Conservative 
Life is backed by prominent financial men, 
whose ability and honesty cannot be. brought 
into question. “The examinations made by the 
insurance departments are commendable to the 
company. Even granting that the taking over 
of the Southwestern was irregular, there is no 
cause for any adverse criticism to be made 
on the operations of the Conservative Life. It 


lusiness 


is a regularly licensed legal reserve company, 
endeavoring to build up on the right lines. 
brilliant executive whose 
soul is in making a success of his 
company. It was the best thing in the world 
for the policyholders of the Southwestern to 
he transferred to a growing company. The 
Life Insurance Independent brings up the 
question of some of the securities of the Con 
servative Life. THe Western UNDERWRITER 
is informed that some of the securities men- 


\lr. Tupper is a 
whole 


tioned were in the possession of the company 
for but a short time. 

So far as Tue WesTERN UNDERWRITER can 
observe, the Conservative Life does not merit 
in the least the unwarranted attack of the 
Life Insurance Independent. That paper did 
not seek to get the facts.from anyone in 
authority. Its criticisms are largely based on 
imagination and rumor. Regarding the criti- 
cism of the Life Insurance Independent that 
the accident and health feature of the Con- 
servative’s combination policy can be termi- 
nated at any time seems to be a childish eriti- 

\ccident and health insurance is al 
ierminable, like fire insurance. 


cism 
Ways 


In the talk that Vice-President George W. 
Perkins of the New York Life recently gave 
some of the company’s agents, he referred to 
a western insurance commissioner who ar 
rived at the home office with proper creden- 
tials, stating that he desired to make an ex- 
amination of the company. He stated that, 
while personally he was not at all apprehensive 


as to the condition of the New 1:ork Life, 
yet many of his constituents felt that an ex- 
amination should be made. He was asked 
by Vice-President Perkins about how long 


take to make the examination and 
what it would The commissioner re- 
plied that, with the proper men, it 
ought not to take so long and the cost would 
he about $150,000. The commissioner was 
told to return the following day when the 
matter would be taken up with him by the 
company. 

He returned and letter that 
the company proposed to send out to its policy 
holders in his State. The letter told the pol- 
icyholders that the commissioner had arrived 
at the home office to make an examination, 
saying that the public was dissatisfied with 
the condition of the company and _ believed 


it would 
cost 


force of 


was shown a 
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that an examination should be made. It was 
stated that the cost would be $150,000, but 
that if the policyholders desired it the com- 
pany would acquiesce. A detailed statement 
of the company’s affairs would be enclosed, 
together with a certificate from the New York 
department as to its condition, and if the 
policyholders felt that an examination would 
bring out any information or would be of any 
benefit, the company would agree to their 
wishes. Each policyholder in the State was 
requested to vote on the proposition. The 
commissioner was dumbfounded, and said he 
wanted a day to think over it. He never ap- 
peared again at the New York Life office. 

With the new regime of the National Life, 
U. S. A., it will show a marked decrease in 
stock rate insurance. Under the old manage- 
ment fully 50 per cent of its business was 
written on that plan, with very liberal com- 
missions. Manager Starnes, however, has shut 
down on stock rate policies and will build up 
the company on participating business. The 
company now has only two stock rate forms, 
being those used by the National Life & 
Trust, but it will add a few more. 

A young man who is bound to make his 
mark in life insurance work is Sidney Rosen- 
thal, cashier of the Marquette building office 
of the Prudential at Chicago. Young Rosen- 
thal entered the office of George Schilling, for- 
mer manager, as office boy. He then took up 
stenography and did the detail work of the 
cffice, and was finally given the cashiership. 
He is still young, but already has established 
a record in soliciting. The other day he wrote 
Henry Lytton, the manager of the Hub, one 
of the State street stores, in Chicago, for 
$50,cco, when other men, wizards in the busi- 
ness, had been unable to get Mr. Lytton to 
take out more life insurance. Mr. Rosenthai 
has written about $75,000 so far this year and 
he expects to write $100,000 more before the 
first of the year. Superintendent Tasney in- 
vited him to take a trip to New York to visit 
the home office, in consideration of the work 
he has done. 


About seven years ago a man in Toledo was 
insured in the National of Vermont for two 
thousand dollars. He paid his premiums for 
four years, then moved away from 
Toledo, allowed his policy to lapse, and the 
company was unable to get track of him. A 
few months ago he moved back to Toledo and 
shortly afterward died. The physician who 
examined him for insurance happened to be 
the one who attended him in his last illness, 
and after his death spoke to the widow of 
how fortunate it was that he had been insured 
for two thousand dollars. She said that the 
insurance had lapsed a couple of years ago 
and that she had burned the policy up only 
the day before. The doctor took the matter 
up with the company, found that the policy 
was in full force under the automatic exten- 
sion, received blank proofs of death, had them 
made up and sent them on and received the 
company’s draft for $2,000. 


or five 


One of the most progressive and well con- 
ducted life insurance offices in southern Ohio 
is that of C. H. Cord of Dayton, Ohio. Mr. 
Cord is the general agent for the Michigan 


Mutual Life, and has as his territory six 
excellent counties, Montgomery, Greene. 
Clark, Butler, Preble and Warren Asso 
ciated with Mr. Cord is his son, Will O. 


Cord, the cashier, who is rapidly coming to 
the front as an underwriter. 

Mr. Cord accepted the agency with the 
Michigan Mutual and went to Dayton from 
Cincinnati in June, 1893. He is very promi- 
nent in lodge circles, and this, together with 
his characteristic friendly ways, won for him 
a place in the hearts of the citizens of Dayton. 
He has worked incessantly. In the local field 


Mr. Cord is especially active, writing a great 
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deal of personal business. He has a hobby of 
not allowing any of his agents to eclipse him 
in writing business, although he places no 
limit on their work. 

Agents represent Mr. Cord at Springfield, 
Xenia, Waynesville, Middletown, Hamilton. 
Miamisburg, Centerville, West Carrollton and 
Morrow, and various other places throughout 
his territory. Messrs. M. D. Considine and 
W. H. Ferard, the district agents at Spring- 
field, have made a success in writing the com- 
pany’s provident policies, while J. C. Frazier, 
the veteran life and fire agent at Hamilton. 
Ohio, who has represented the Michigan Mu- 
tual for over four years, has been pushing the 
ordinary to some extent. 

Probably the most effective advertisement 
the Michigan Mutual has in this territory is 
the manner in which it settles its death losses. 
Mr. Cord attends to the settlement of all claims 
personally in behalf of the beneficiary. Claims 
are paid within thirty-six hours from the time 
the proofs, of loss are completed and mailed 
from Dayton, without any trouble or expense 
to the beneficiary. 

The Travelers’ managers 
thusiastic body of men. 


now are an en- 
They believe that 
they have the best company and the best pol- 
icies. The recent convention at Hartford was 
instrumental in adding to the agency mo 
mentum. All the new agents’ contracts are 
direct with the home office and hence renew 
als are guaranteed. This is a potent factor in 
influencing men in contracting with the com 
pany. 

The agents are testing the combined life. 
accident and health policy of the company 
rhe last two furnish weekly indemnity only 
At the present time it does not seem likely 
that there will he any large amount of thi 
class of insurance sold. It is new and most 
people prefer separate contracts. The Travel 
crs takes the idea that each supplements th: 
other, strengthening the other feature. 

A general agent, in speaking of the rebat« 
evil and its cure, said that the most effective 
means -to stop the practice would be to amend 
the anti-rebate laws to include the assured. 
thus making him liable for penalties. He 
would eliminate the agent entirely, imposing 
fines on the 


company and the assured. it 
takes two parties to make a contract, and 
hoth should be held liable in case of viola 
tion. 


Colonel Jasper E. Brady, inspector of agen 
cies of the Conservative Life of California 
is paying the West a visit and is reorganiz 
ing the Wisconsin field. Leonard and White. 
the managers of the company for that State, 
wrote insurance on the board plan and as the 
Conservative has that plan, it 
is seeking write life in 
surance without the board adjunct. 


discontinued 
representatives to 
Leonard 
and White have contracted with the Security 
Life and Trust for Colorado. Colonel Brady 
is an enthusiastic Conservative man. He was 
formerly manager of the New York Life for 
Brooklyn and went to California for his health 


being given a letter of introduction fron 
John B. Lunger, who was then with the New 
York Life, to Vice-President Tupper, of the 


Conservative. It ended in Colonel Brady cor 


necting with the company. He soon demon 
strated his success and was put in charge o 
one of the company’s local branches at 1. 
\ngeles. He was then promoted to inspecto 
of agencies and has done splendid work 
that position. 

Colonel Brady is a retired army officer, ha 
ing served in the regular army, being pr: 
moted from a private. His ancestors ha 
been in the army and he prides himself « 
coming from an army family. Colonel Bra: 
is brimful with enthusiasm and industry. 

SS A SB 

“Onward rushes time! Where is that poli 
you intended to take! Opportunities fleet 
well as the months.” 
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PREMIUM NOTES AND OTHER 
IMPORTANT FEATURES GIVEN. 


In the Wisconsin report several auestions 
are asked each company, which are of inter- 
est. The main features of each are given 
herewith : 

Northwestern Mutual.—Has $42,074 excess 
surrender value in addition to legal reserve 
required owing to some policies being valued 
at 3 per cent. As to premium notes prior to 
1872, 33 1-3 per cent was allowed. After that 
time, not to exceed one annual premium. 

Awtna.—Has $80,000 in surrender values in 
excess of 4 per cent reserve. Stockholders 
:re limited to 10 per cent dividends on busi- 
ress other than accident. There is no pro- 
vision for premium notes on first year pre- 
miums. On renewals on certain policies is- 
sued prior to 1870, 50 per cent. 

Connecticut Mutual—No premium notes. 

Conservative—Stockholders get 6 per cent 
dividends. Company allows 10, 15 and 20 
notes on special policies. 

Des Moines Life—Premium 
exceed the legal reserve. 

Equitable, N. Y.—Says its surplus, $74,049,- 
243, represents surrender values in excess of 
legal reserve. Stockholders get 7 per cent 
dividends. No premium notes. 

Federal.—Stockholders’ dividends, 10 per 
cent. Premium notes not to exceed agents’ 
commission. 

Fidelity Mutual.—Premium notes equal to 
agents’ commission. On renewals from 20 to 
30 per cent 

Germania.—Stockholders get ‘net to exceed 





notes not to 


5 per cent. No notes are taken. 
Home Life—Stockholders get 6 per cent 
semi-annually. One-quatter of a premium 


inay remain as a lien against the policy: 
Manhattan.—Stockholders are entitled to 
one-eighth of the profits. No fixed proportion 
as to premium notes. 
Massachusetts Mutual—C. S. Warburton, 
a director, formerly an agent, is getting re- 


newals on his old business. No notes first 
year. On renewals not more than surrender 
values. 

Mctropolitan.—Stockholders get 7 per cent. 
Premium notes only on old policies. 

Michigan Mutual.—Stockholders secure 


10 per cent. No notes accepted unless cov- 
ered by reserve. 





Mutual Benefit—Twenty per cent notes 
first year; not to exceed cash value on re- 
newals. 

Mutual Life—No excess surrender values 
and no notes on premiums. 

Mutual Reserve-——Notes 33 1-3 per cent 


first year; on renewals not to exceed reserve. 

National Life, U. S. A—Stockholders get 
profits on non-participating business; no notes 
on premiums. 


National Life, Vt.—Sufficient loading ex- 
cept on $2,061,500 of old non-participating 
business, to meet state standard. Premium 


deficiency, $363: reserve carried, $3,644. No 
greement as to premium notes. 

New England Mutual.—Seventy-five per 
cent taken in premium notes, divided into 
liree, six and nine months notes. 

New York Life—No notes on first year. 
On renewals variable, owing to reserves. 

Pacific Mutual.—Stockholders get interest 


arned on capital stock. Renewal notes based 
n reserves. 

Penn Mutual—Excess surrenders over state 
cquirements on 3 per cent policies. Three 
rustees, who are general agents, get commis- 
ons on business transacted. Premium notes, 
0 per cent on life policies, 20 per cent on en- 
owments: up to loan values on renewals. 

Pheenix Mutuai.—Thirty-three and a third 
er cent premium notes on two special forms. 

Provident Savings.—Stockholders get seven 
er cent, together with profits on non-partici- 
uling. Variable plans as to notes. 

Prudential—Profits to stockholders not 
nited. No notes first year. On renewals 
to 100 per cent of the reserve is loaned, 
cording to form of policy and years in 
ree, 

Security Mutual—Notes to 25 per cent on 
rtain policies. 

Security T. & L—Stockholders get interest 

rnings over 3 per cent and savings from 
<pense loading. No notes first year, 20 per 

nt thereafter. 
l'ravelers.—Sufficient 


loading except on a 





few policies. No limit to profits paid stock- 
holders. No notes. 

Union Central—Stockholders get profits on 
stock policies and interest on the capital. 
Short-time notes accepted in payment of’ pre- 
miums. 

Union Mutual.—Sufficient loading except for 
those policies included in “‘contingent reserve” 
in liabilities. Took 40 per cent in notes prior 
to 1877. 

Washington.—Stockholders paid 7 per cent. 
No premium notes. 


: s&s & 
LOSSES ON ANNUITY LINES 
SHOWN IN WISCONSIN REPORT. 


One of the interesting features of the “gain 
and loss exhibit” in the Wisconsin report for 
this year is that on annuities. The figures 
are as follows: 





ANNUITY PAYMENTS IN 1902. 
Expected. Actual. Per cent. 
Conn. Mutuai ....$ 4,234 § 5,718 135.05 
Equitable, N. Y... 555,700 551,388 99.22 
Fielity Mutual.... 638 772 121.00 
Germania ........ 20,039 20,134 100.47 
0 ee 26,318 24,706 94.25 
Manhattan ...... 5,222 4,094 78.39 
Metropolitan ‘ 31,188 38,227 122.57 
Mutual Benefit... . 44,788 88,118 181.10 
Mutual, N. Y..... 1,238,272 1,039,378 112.28 
National, Vt...... 36,670 50,742 138.37 
National L. & T... 695 805 “115.89 
New York ...... 949,633 1,039,378 199.45 
N. W. Mutual.... 23,325 3,696 1-46 
Pacific Mutual ... 24,000 6,423 26.76 
Penn Mutual... 78,905 46,418 58.82 
Phenix Mutual... 4,995 5,316 “106.22 
Provident Savings 7,329 10,307 140.63 
Prudential a 24,495 24,651 190.63 
Travelers ... 10,543 ,O85 52.5 
Union Central. 11,819 7 3 
Union Mutual 740 
Washington ..... 29,074 32,166 110.63 


$3,401,620 


Total 108.73 

It will be seen from the foregoing that éut 
of twenty-two companies reporting on annuity 
business to the Wisconsin department only 
five got through the year with as small pay- 
ments are were expected. The three big New 
York companies, which paid nearly 90 per 
cent of the annuities, fortunately did not run 
much ahead of their expectation, the Equitable 
being one of the few that shows a gain. 


s&s Se 


IS IT SPENDING MONEY ? 

A number of men, in purchasing life insur- 
look upon it as spending money, an 
outlay for which they do not seem to expect 
returns. Paying life insurance premiums ‘is 
not spending money; it is making deposits 
which will earn returns for the policyholder 
or estate. There is nothing more certain than 
life insurance in a responsible company. So 
long as the depositor fulfils his part of the 
bargain the company will not be backward in 
meeting its part. The fact that premiums are 
deposits earning interest and not a dead ex- 
pense for pleasure or perishable commodity 
cannot be too strongly impressed on the ap- 
plicant. It is just as much a savings fund'as 
the savings bank account, even more so. A 
man is creating an estate. He is worth more 
to his community, to his family and to him- 
self than if he carried no insurance. 


et KF SH 
INVESTMENTS AND ENDOWMENTS. 


People who bought stocks and bonds for 
investment two years ago and still hold them 


ance, 


could not sell them now except at a sacrifice 
of from ten to twenty-five per cent. Pedple 
who bought endowment insurance have seen 
the cash value of their purchase increase, have 
heen protected by the full amount during the 
two years, two years advanced toward 
the maturity of the policy, and last, but not 
least, got in at the bottom price, and could 
not now buy the same policy at as low a 
price; and every year makes the difference 
between what he then paid and what he would 
have to pay in the future greater —Travelers’ 


are 





Record. 





LIPE NOTES. 
The Kansas department has instructed the 
Missouri State Life and Northwestern Na 
tional Life to cease writing ten-year bond 
policies in that State. 


J. L. Fate of the Mutual Life of New 
York in Chicago, who joins the Equitable 
forces there, will open an independent office 
in the new First National Bank building 


Lieutenant-Governor W. A. Northcott of 
Illinois, who for some time has been at the 
head of the Modern Woodmen, has accepted 
a position with the Bankers Fraternal Union 


of Cleveland. 


W. B. Merrick, with offices in the Real 
Estate building, Topeka, becomes manager of 
northeastern Kansas for the Illinois Life. He 
was formerly manager of the State Life for 
Idaho and Montana 


President E. W. Scott, of the Provident 
Savings Life, is in Chicago, accompanied by 
Drs. Fiske and Gilbert. About thirty-five Ih 
nois agents and the Chicago staff were ban 
queted Wednesday night. 


John C. Elliott, manager of the Mutual Life 
of New York in St. Louis, goes to New York 
as assistant manager of the company’s met 
ropolitan branch. It is said F. N. Cheney will 
succeed him in St. Louis 


The Cosmopolitan Life of Freeport, IL, an 
assessment company, has been admitted to 
Missouri. It was formerly the Globe Mutual 
Benefit. The Reliance Life of Pittsburg has 
also been admitted to Missouri 


Messrs. Stradman & Crane, formerly with 
the New York Life at Chicago, have opened 
an office for the Franklin Life at Benton 
Harbor, Mich. James Crane of the firm is a 
brother of Rey. Frank Crane, the well-known 
divine 

Edward Test, an industrial life agent at 
Portsmouth, Ohio, was shot to death on the 
evening of October 17. He had called to col 
lect a premium from a woman, and two 
drunken men dragged him from her house and 


killed him. 


As an illustration of how well good life in 
surance men “take their own medicine,” a poll 
was taken of the 193 men at the banquet at 
the National association convention, and they 
were found to carry $30,2co each on an aver 


age. President Ward carries $86,000. 

S. A. Ault, who for some time has been 
district general agent of the Equitable Life 
of New York at Lorain, Ohio, has become 


correspondent in charge of the office of the 
Coe Commission Company, a Minneapoli: 
brokerage company, at Sandusky, Ohio. 


‘he Fraternal Order of Modern Romans 
has been organized at Manistee, ‘Mich. The 
leading feature is an old-age benefit at age 
seventy. Every member must ¢ontribute to 
this fund enough, with interest accretions to 
amount to $100, and may take/as much as 
$1,0co if he desires. 

The Sterling Life of Springfield, Ill, has 
been licensed by the department under the 
stipulated premium law of the State. Alfred 
Orendorff, former president of the Franklin 
Life, will be president of the Sterling, and 
John C. Lanphier, the well-known attorney 
of Springfield, will be the secretary 

David C. Moore, formerly assistant superin 
tendent of the Prudential at Warren, Ohio, 
was arraigned on October 13 in that city and 
pleaded not guilty to twenty indictments, 
eleven for forgery and nine for obtaining money 
under false pretenses. He was released under 
$1,500 bond. He is alleged to have secured 
about $2,coo through his operations 

The Security Life and Annuity Company of 
Philadelphia has just moved its home office 
into larger quarters in the new Land Title 
building. The company has entered Texas 
and has placed Tom C. Swope of Houston in 
charge of the State. Indian Territory and 
Oklahoma have also been opened under the 
supervision of State Agent G. W. Morgan. 

Henry C. Quigley of Cleveland had a peculias 
experience recently. One of his policyholders 
in the Security Trust & Life had a policy for 
$5,000 five years old with a cash and loan 
value of $1,090. He has been sick for some 
time and appears likely to die within a few 
months. Against Mr. Quigley’s advice he re 
fused a loan on his policy and insisted upon 
surrendering it for the cash value. 
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BENEFITS OF SMALLER AGENCY. 

While there are many advantages to be 
gained from being connected with a big, com- 
pany, because in that case an agent does not 
have to talk company, and it carries weight to 
show pretentious figures, yet there are many 
benefits to be derived from representing a 
smaller institution. To represent a large com- 
pany, especially in a big city, means to be con- 
nected with an agency having numerous solic- 
itors. An agent of a big company to a great 
extent seems to lose his identity. Its opera- 
tions are so vast and its interests so large that 
he is rendered insignificant in its operations. 
His production seems but a drop in the great 
ocean. The manager of the agency sees him 
occasionally, he attends the agency meetings, 
but he hardly feels that he is a partner in the 
concern. 

In the smaller agency of the smaller company, 
especiallywhen men are ona renewal basis, they 
feel that they are part of the company. What 
they produce really cuts some figure with the 
company’s annual writing. The agency is not 
so large but what each man can come in con- 


tact every day with the general agent. The | 
general agent can watch each man’s work, can | 


give him his personal attention and guide his 


footsteps. The agent thus feels that he has | 


almost as much interest in the institution as 
the general agent, and to the worker who needs 


to be enthused and directed every day the per- | 


sonal contact with the general agent amounts 
to a great deal. To the beginner the smaller 


agency certainly presents attractive induce- | 


ments. He receives more help and inspiration 
than would be the case with a large office. 








Half rates to Baltimore, Md., via B. & 
O. S.-W., account Sovereign Grand Lodge 
I. O. O. F. Tickets will be sold for all 
trains September 18, 19 and 20, good re- 
turning to September 28, with privilege 
of extension to October 3, 1903. Three 
solid vestibuled trains daily, elegant 
coaches, dining cars, Pullman drawing- 
room sleepers and observation cars. Stop- 
overs at Washington, D. C., Deer Park, 
Mt. Lake Park, and Oakland, Md. For 
rates, time of trains, sleeping car reserva- 
tions, etc., call on your nearest ticket 
agent or address O. P. McCarty, general 
passenger agent, Cincinnati, Ohio. 
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AGENTS WANTED -. iN every town 
Write for particulars 


Fraternal Identification Co. of America 
301 Woman’s Temple, CHICAGO, ILL- 

















A QUEEN NUGGET, 


The local fire insurance agent who per- 
sistently mixes brains with his work and 
who thoroughly believes in the high util- 
ity and importance of his calling leaves 
competition behind. He isa student of his 
business and makes no apology for it. 
He knows how to write a policy so as to 
protect his patrons’ interests and has the 
frankness and good sense to insist upon 
receiving full compensation for his ‘work. 
| Nine out of ten (the other one does not 
| | count) property owners admire this kind 
| | of an agent and will place most oftheir 
insurance with him. This kind of an agent 
should represent the Queen Insurance 

Company of America, for it is a company 
which is steadfastly appreciative of these 
| characteristics and always proves itself 
| 
| 
| 


a helpful factor in such an individual’s 
agency, notwithstanding the number of 
companies he may represent. 
Applications for agencies given prompt 
and careful consideration. 
Queen Insurance Company of America. 
—Asscts. $5,744,340.80. Western depart- 
| ment, Coe. 
D. McGrecor, Manager. 
W. L. Kine, Asst. Manager. 














Big Four Re Route 


Summer Tourist Line to 


MOUNTAINS, LAKES, 
FOREST and SHORE. 


NEW YOR Only Depot in the City. 


ves Trains Daily. 


ONLY THROUGH 


SLEEPING CAR LINE. BOSTON 


CHICAGO Per, commuters te 


IngpNeduas tas. ST. LOUIS 
Unequaled Dining Car Service, 
Modern tf quipment, 

Fast Schedules. 
Trains leave Cincinnati from Central Union Station 
Morning, Noon, Night. 
Write for Summer Tourist Book. 


WARREN J. LYNCH, W.P. DEPPE, 
Gen’] Pass. & Ticket Agt. Asst.G. PF. & TA 
J. B. REEVES, Gen’) Southern Agt. 
CincinnatTI, O. 









PAYROLL AUDITOR 


Vo WANTED..~~yw 
YS ONE WHO UNDERSTANDS 
EMPLOYER’S LIABILITY 

INSURANCE POLICIES, 
AND WHO KNOWS ABOUT 
BOOKKEEPING IN GENERAL AND 
> ———_———PAY ROLLS IN i PARTICULAR. 








United States Casualty Co., 141 Broadway, N. Y. 
EDSON S. LOTT, Secretary & General Manager. 














UNDERWRITERS 


Home Office, 184 La Saile St., Chicago, Ill. 
Cc. B. GILBERT, Manager. 


Cash Assets.. 
Cash Capital.. 


In towns in the States of IIlinois, Wisconsin 
and Michigan where not now represented appli- 
cation for Agencies will receive attention. 


UNITED 





Cash surplus to policyholders pea ke wes 





AGENCY 


Something the People Want—The Annuity Contracts 


:i——ISSUED BY THE——:: 


EMPIRE MUTUAL ANNUITY & LIFE 











INSURANCE CO. OF ATLANTA, GA. 
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400,000 
895,000 








| 
| 
| APPLY A'T ONCE. 





THEY ARE EASY TO SELL 


Because they are safe and profitable to the policyholder. 


AGENTS WANTED 


Home Office, ATLANTA, GA. 














We Help Others —=Why Not You? 





Full particulars free. Address 


the commissions in that one case would pay 
suggested to me, that will enable 


F.C. BRINKERHOFF, AGENT FOR THE MUTUAL LIFE, 
408 UNION STREET, WEST SPRINGFIELD, MASS., WRITES: 


“ A suggestion in your first book enabled me to close a large case which had been hanging for a long time, and 
for a number of scholarships; in addition other helps have been 
me to more thoroughly systematize my work and be of great benefit.” 








THE AMERICAN COLLEGE OF INSURANCE 


Dept. F, Chamber of Commerce Bldg., Cleveland, Ohio. 
The Cleveland Correspondence College (incorporated), Proprietors 
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UNITED STATES SRANCA, 
a HARTFORD, CONN. o 
GEORGE €. KENDALL, Wanccea. 









INSURANCE COMPANY, 


OF AIX-LA-CHAPELLE ,GERMANY. 


UNITED STATES BRANCH / 
to YORK, 


ee 
' KELsey woh 





——E 
The Indianapolis Fire Insurance Company. 
Capital paid up in cash, - $200,000.00. 
JOHN H. HOLLIDAY, President. H. C. MARTIN, Secretary. 


Summary of Annual Statement, December 3ist, 1902. 


SR IE ikv'kosnden dence wee ceesenenee® ane $437,233.69 
Reserve for unearned premiums............ $127,779.30 
Reserve for unpaid losses...........+..000: 14,561.3 
Reserve for all other liabilities.............+ 1,050.20 
Total liabilities except Capital Stock ....... $143,390.86 
Ere errr re 200,000.00 
Surplus over Capital Stock and all other liabil- 

UE cccacucese iccanadsde yar. 1a se0Pes . 93,842.83 
Sis birnviscdk perccpinennd en 4oneis $437,233.69 











The Columbian National Life 
Insurance Company, »s10- mss. 


Incorporated under the 
laws of Massachusetts. 


PERCY PARKER 


. é President 
WM. BUTLER WOODBRIDGE 


. 2nd Vice-President 














C. H. BUNKER, President. FRANKLIN H. HEAD, Vice-President 
A, A. SMITH, Secretary. H. G. B, ALEXAN DER, 2nd Vice-Prest. and Gen. Mgr. 


CONTINENTAL CASUALTY COMPANY, 


WRITES ALL FORMS OF 


Personal Accident 


and Health Insurance. 
More Than Four Million Dollars Paid to 
Policyholders, 
GOOD CONTRACTS IN GOOD TERRITORY TO GOOD MEN. 


Producers, Address—H. G. 8B. ALEXANDER, 2nd Vice-Prest. and Gen. Mgr. 
134 Monroe Street, Chicago. 





NATIONAL LIFE INSURANCE COMPANY 


OF THE UNITED STATES OF AMERICA 


LOUIS G. PHELPS, President 
CHARTERED BY THE UNITED STATES GOVERNMENT IN 1868 


Full paid capital ONE MILLION DOLLARS. 

An honorable record of 35 years. Over $7,000,000 paid policyholders. 
Insurance in force $40,000,000, All the approved forms of regular life 
policies, some of which may well be termed leaders. 

Men with clean records desiring a connection with a company that 
will help them help themselves are invited to address, 


P. M. STARNES, Vice-Pres. and Gen. Mgr. 








PDS OBS BDO LI OVO TSA ILI 


Federal Fire Underwriters 


OF ILLINOIS. 


ISSUE NEW YORK STANDARD FORM OF POLICY. 
LIBERAL AMOUNTS PLACED ON SPRINKLED RISKS. 


Surplus Lines Solicited and Placed 


at Tariff Rates. 


L. H. COSLINE, Atty. and Mer., 
184 La Salle St., Chicago. & 


! 
) 


POD SD ae 
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SURPLUS LINES. 


SEND US YOUR SURPLUS LINES TO PLACE, 


We use only the most reliable companies 











and associations and make a specialty of 
Telegraphic binders. 


Bremer, DuFour, Ring & Pinkney Co. 
“) William Street, - - NEW YORK. 





CASUALTY 
AND 


SURETY CO. 


Union St. Louis 


Accident — Health — Plate Glass 


Insurance. 





Losses Paid in 10 Years, - $3,147,000 





VACANCIES IN EVERY STATE FOR 
GOOD, RELIABLE MEN, 














~ 


“To open, control and develop ter- 
OF ILLINOIS. 
, GEORGE W. R1GGs, Pres. _ 
“W, P, CRENSHAW, Supt, of Ages, 
“Merchants Loan & Trust Bldg., « 
CHICAGO, ILL. 


MUTUAL LIFE 
INSURANCE COMPANY 


AGENCY 
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ritory under permanent Renewal, 


- Contracts. 
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THE WESTERN UNDERWRITER. 


















OFFICERS: sons DIRECTORS: 
EXANDER D. HANNAH, Prest. ALEXANDER D HANNAH. 
sae ns DAVID HOGG. 


DAVID HOGG, Vice Prest.&Treas. 
A. W. HANNAH, Asst. Treasurer. 
JOHN C. EVERETT, Secretary. 
A J. SALOMON, Ass't Sec’y. 


JULIUS KESSLER. 
W. L. DOGGETT. 
JOHN G. CAMPBELL. 
EDW. F. KEEFER, 
JOHN C. EVERETT. 


HOPE OFFICE, CHICAGO, ILL. 


Incorporated Under the Laws of the State of Illinois. | Licensed April 14, 1903. 





Cash Capital, - - - - $400,000.00 
Cash Surplus, - - - - 50,000.00 
Cash Assets, - - - - $450,000.00 


Large lines written on whiskey in bonded warehouses. 
Liberal commissions paid. 


NEWBURGER & CO., ecient 


159 La Salle Street, = = - = = CHICAGO. 











THE ANCHOR FIRE INSURANCE COMPANY 


228-230 W. FOURTH STREET, CINCINNATI, OHIO. 


GCARSIAL, . 1. «© «© «© « - 0 »« « . S3RBGGS 
ASSETS __. “are! ose 460,536 


SURPLUS TO POLICYHOLDERS © “tee ee” 236,382 


JUDGE M. DONNELLY, President. F. D. PRENTICE, Vice-President. 
WILLIAM WOOD, Secretary and General Manager. 

















JAMES H. REED, President 


PITTSBURG, PENNA. 








Offers to competent and active young gentlemen, 
whose antecedents will bear investigation, very 
liberal renewal commission contracts for exclusive 
management of most productive territory. Its policies, 
rates and guaranteed settlements, in connection with 
its financial strength, always win in competition. 








The largest and strongest life insu- 
rance cOmpany ever organized. 

Write to Superintendent of Agencies, 
Farmers Bank Building. 





J. A. O'Shaughnessy, C. E. Secor, 








“The Friend of the Family.” 














RELIANCE |)] THEMINNESOTA MUTUAL LIFE 
COMPANY. ||] INSURANCE COMPANY, 


Of ST. PAUL, MINK., 


T. R. PALMER, President. DOUGLAS PUTNAM, Secret "- 





Western Field Manager. Eastern Field Mans.-*- 
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